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ALL THE COMPANIES 
ARE THE “BEST”... 


All the life insurance companies in 
America are the “‘best’’ companies because 
they are all dedicated to helping people build 
individual security. 


All companies are ‘‘best’? because 
Life Insurance is the only means by which to 
compensate for the economic maladjustment 
of death too soon or death too late. 


All companies are “the best” be- 
cause their Agents seek to render to the 
public the finest service it is possible to give, 
in connection with a matter which will not be 
attended to, in most cases, without this service. 
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it depends on how well prospects 
know and respect your company. 
That’s where The Saturday Eve- 
ning Post comes in. 

Take a look at the chart on this 
q A page. It indicates the growth of 25 





leading insurance companies during 
the past ten years. 

The top curve shows what has 
happened to the ten companies 
that have consistently advertised in 
The Saturday Evening Post. It 
indicates that the Post helps to 
spread out the welcome mat... 
for you. 





> Advertisements in the Post 
reach the best prospects—the 
people whose education and 
income are well above aver- 
age. 


> Advertisements in the Post 
get attention. People like to 
read ads in the Post—far more 


than in any other mee. 7 
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It pays to have the 
Post pave the way. 


THE SATURDAY EVENING 


OST 





— 





THE NATIONAL UNDERWRITER Life Insurance Edition. Published week! 


y by The National Underwriter Company, 


Office of Publication, 175 W. Jackson Blvd., Chicago, III. 





No. 20. Friday, May 16, 1947. $5.00 per year (Canada $6.00). 


20 cents per copy. Entered as second-class matter 


une 9, 1900, at the post office at Chicago, Ill., under act of 


U.S 
March 


. A. Bist year 
8, 1879. 





At 
Chica 
Mana 
tion — 
the e 
to ta’ 
actiot 
tional 
annu: 
estab 
assoc 
eral 
mana 
dorse 
tion 
that 
comn 
sectic 
at .t 
meeti 
1 *e) 
phasi 
new 
affilia 
prope 
tees < 
tion | 
alreac 
a bet 
probl 


Th 
made 
gener 
shoul 
cers | 
and 
dues 
tion, 
Natio 
and 1 
in th 
of m 

Th 
olutio 
tions 
dorse 
dorse 
comm 
mana 
tembe 
mend 
ate a 

Thi 
table 
struct 
ing. 
Bethe 
sectio 
were 
Iowa, 
Ray 
tional 
Conn 
Lee | 
wauke 
sidera 

It v 
the | 
N.A.I 
to re 
both 
nation 
the p 
such. 
mana: 
comps 

The 

















he A aro 


st year 









LIFE 
INSURANCE 
EDITION 






 FeNATIONAL 


UNDERWI 








MAY 16, 1947 
5lst Year. No. 20 








Chicago Meet Adds 
Impetus fo National 
Managers’ Assn. 


Section Seeks Entity 
to Do Better Job; Ties 
with N.A.L.U. Remain 


At the management conference in 
Chicago of the General Agents and 
Managers section of N.A.L.U. a resolu- 
tion was unanimously approved urging 
the executive committee of the section 
to take appropriate 
action at the Na- 
tional Association 
annual meeting to 
establish a national 
association of gen- 
eral agents and 
managers. They en- 
dorsed the resolu- 
tion to this effect 
that the executive 
committee of the 
section had passed 
at the mid - year 
meeting of N. A. 
L. U. It was em- 
phasized that the 
new association would retain definite 
affiliation with N.A.L.U. and that the 
proposal will ‘be placed before the trus- 
tees at Boston in order to give the sec- 
tion entity on a national basis which it 
already has on the local level, so that 
a better job could be done with the 
problems of agency management. 


Osborne Bethea 


The executive committee resolution 
made at Milwaukee read: “A national 
general agents’ and managers’ association 
should ‘be established with its own offi- 
cers to be composed of general agents 
and managers with certain specified 
dues to the national managers’ associa- 
tion, but with definite affiliation with 
National Assn. of Life Underwriters 
and with a prerequisite of membership 
in the managers’ association to be that 
of membership in N.A.L.U.” 

The Chicago endorsement to this res- 
olution reads: “That these recommenda- 
tions of the executive committee be en- 
dorsed by this group and that this en- 
dorsement be submitted to the executive 
committee of the general agents’ and 
managers’ section at its meeting in Sep- 
tember, 1947, with request that recom- 
mendations be carried out by appropri- 
ate action.” 

This approval grew out of a round 
table discussion on organization and 
structure on the final day of the meet- 
ing. Presiding skillfully was Osborne 
Bethea, Penn Mutual, New York City, 
section chairman. Round table leaders 
were R. Sclater Brown, Equitable of 
Iowa, Nashville, eastern vice-chairman; 
Ray E. Haberman, Northwestern Na- 
tional, Minneapolis; Claude C. Jones, 
Connecticut Mutual, Indianapolis, and 
Lee Wandling, Equitable Society, Mil- 
waukee, area chairman. There was con- 
siderable discussion from the floor. 

It was emphasized by Mr. Bethea that 
the purpose is not sepereeon from 
N.A.L.A. but is motivated by: 1. A wish 
to render better service to the agent, 
both as an individual and through the 
national association. 2. To strengthen 
the position of field management ‘as 
such. 3. To provide better contact on 
management problems with the life 
company associations. 
The chairman pointed re- 


out the 








Program of N.A.I.C. Atlantic Actuarial Society 
City Meeting Announced 


The general committee on the Atlan- 
tic City meeting of the National Assn. 
of Insurance Commissioners has com- 
pleted the program. Convention head- 
quarters will be at the Chalfonte-Had- 
don Hall. Time shown is eastern day- 
light saving. 

SUNDAY, JUNE 1 


10 a. m. Registration desk open. 

2:30 p. m. Executive committee meet- 
ing. 

Agenda: (1) Securities registered in 


the name of a nominee. (2) Daily rate 
of expenses of examiners on convention 
examinations (at request of Commis- 
sioner Bowles of Virginia and Zone 2). 
(3) Consideration of amendment to con- 
stitution regarding examinations com- 
mittee (at request of Superintendent 
Jackson of Missouri and Zone 3). 

(4) Consideration of committee to 
function with respect to life insurance 
filing under the CSO reserve and non- 
forfeiture statutes. (5) Consideration of 
consolidating committees at suggestion 
of Chairman Larson, Florida. (6) Con- 
sideration of report committee on blanks. 
Followed by meeting of committee on 
central office. Forbes of Michigan, chair- 
man. 

4:45 Family Hour 
Haddon Hall. 
movie, 


p.m. Prudential 
broadcast, Viking Room, 
6 p.m. “New Jersey Journey,” 
same room. 
7-9 p.m. Get-together party. Cocktails 
and buffet supper. 


MONDAY, JUNE 2 


9: a.m. Joint meeting of rates and rat- 
ing organizations committee and com- 
mittee on federal legislation. Harring- 
ton of Massachusetts, chairman. 

Agenda: Multiple state advertising. 
Consideration of implementing rate reg- 
ulatory statutes. Coordination of super- 
visory activities under various rating 
laws. Laws dealing with the regulation 
of unfair practices. Uniform interpreta- 
tion of the standard of rate making. 
Explore necessity for state anti-trust 
law to round out modern state regu- 
latory program. Discussion of Clayton 
act. 

10:30 a.m. Plenary session of associa- 
tion. President Dineen presiding. Wel- 
come, Mayor Altman and Host Com- 
missioner Carey of New Jersey. Re- 
sponse, Commissioner Thompson, Ore- 
gon. President’s address, Dineen of New 
York. Secretary's report, Parkinson of 
Illinois. 


2 p.m. Blanks committee meeting, 
Robinson of Ohio, chairman. 
2 p.m. Taxation committee meeting, 


Carlson of Utah, chairman. 

3 p.m. Standard nonforfeiture and val- 
uation laws subcommittee meeting, 
Hooker of Connecticut, chairman. 

4 p.m. Valuation of securities com- 
mittee meeting, Dineen, chairman. 

7:30 p.m. Sea food dinner, Chalfonte. 


TUESDAY, JUNE 3 


9 a.m. Fire and marine committee, 
White of Mississippi, chairman. 


Agenda: Report of subcommittee son 
underwriting profit or loss; Moser 


amendments to rating law, and national 
advertising amendment to unfair trade 
practice act. 

9:30 am. Fire prevention committee, 
McKenzie of Arkansas, chairman. 


10 a.m. Laws and legislation com- 
mittee, Butler of Texas, chairman. 
Agenda: Consideration of plan for 


compilation of all model and uniform 
statutes approved and recommended by 
N.A.L.C. 
Multiple coverage committee, 
Harrington, chairman. 

11:30 a.m. Real estate committee, 
Pearson of Indiana, chairman. 

2 p.m. Life committee, Allyn of Con- 
necticut, chairman. 

3 p.m. Accident and health committee, 
Knowlton, New Hampshire, chairman. 

4 p.m. Workmen’s compensation com- 
mittee, Hodges, North Carolina. 

6-6:45 p.m. Cocktails, Chalfonte. 

7 p.m. Banquet, Chalfonte. Governor 
Driscoll of New Jersey, speaker. 


WEDNESDAY, JUNE 4 


9 a.m. Casualty and surety committee, 
3owles, chairman, 

10 a.m. Examinations committee, John- 
son of Minnesota. 

11 am. Plenary 
committees. 

2 p.m. Joint meeting of rates and rat- 
ing organizations committee and com- 
mittee on federal legislation, Harrington, 
chairman. 

3 p.m. Social security 
Fischer of Iowa, chairman. 

3:30 p.m. Uniform accounting 
mittee, Gibbs of Texas, chairman. 

9 p.m. Pamunkey Tribe of Real In- 
dians annual meetings. 


THURSDAY, JUNE 5 


9 a.m. Final session. 
cers. Adjournment. 


1d aan. 


session, reports of 


committee, 


com- 


Election of offi- 








quirement that a member of the national 
managers’ association, according to the 
Milwaukee resolution, will be required 
to be a member of N.A.L.U., which will 
strengthen ties’ with the parent body. 
Some of the 84 local managers’ sections 
now awe do not require member- 
ship in N.A.I 

Mr. Bethea declared there is no effort 
on the part of the general agents and 
managers to further the candidacy of an 
individual for national office and neither 
has the section tried to throw its influ- 
ence as a group for or against any issue 
which is being decided by the parent 
body. He said the managers are a con- 
structive, non-political group. 


PERSONS ON TRAINING 


Henry W. Persons, Mutual Life, Chi- 
cago, gave a fast moving chronological 
account of the development of his train- 
ing philosophy since he became man- 
ager two years ago of a large Chicago 
agency. 

Mr.. Persons said it soon became evi- 
dent to him that if there was to be any 








plan in the agency it might be a good 
idea for the manager to make some 
sort of plan of his own. He realized 
that if there was to be a plan, it should 
be definite, on paper, readily understood 
by everyone so that all concerned could 
concentrate on the most important 
points rather than to decide each morn- 
ing what was to be done that day. In 
laying down this plan, Mr. Persons said 
he figured there were two jobs, first to 
eliminate the unfit. and next to retrain 
those who survived. 

Another job was to build a new or- 
ganization to take care of erosion and 
elimination. The prime factor was to 
develop a training program with which 
the old organization could do a better 
job and which would fit the new men 
as well. The size of the job meant 
standardization of a plan working toward 
simplification. 

Mr. Persons said that today training 
is the most important of the manager’s 
duties. He adopted the company’s own 
program because he had been through 
it himself and the plan was fundamental 
and afforded him an opportunity to do 

(CONTINUED ON PAGE 12) 


Convention Draws 
Record Attendance 


Switch to CSO Table, 
Dividends, Underwriting. 
Expenses in Spotlight 


NEW OFFICERS ELECTED 


President—Horace R. Bassford, Met- 
ropolitan Life. 

Vice-presidents — E. M. MecConney, 
president Bankers Life of fowa: and 


HP re S. Beers, vice-president Aetna 
ife. 


Secretary — Walter Klem, Mautual 
Life of New York. 

Treasurer—Oliver W. Perrin, re- 
tired. 

Editor— John R. Larus, Phoenix 
Mutual. 

NEW YORK—A record attendance 


of more than 430 and an exceptional 
address on a timely and significant topic 
by President Edward W. Marshall of 
Provident Mutual, marked the annual 


meeting of the Actuarial Society of 
America. Mr. Marshall's paper, dealing 
with life insurance in relation to the 


anti-trust laws, was regarded as an ex- 
ceptionally able treatment of a difficult 
subject and one that would stand as a 


landmark for many years to come. Mr. 
Marshall’s talk was reported in last 
week’s issue. 

Horace S. Bassford, vice-president 





H. S. Bassford 


E. M. MceConney 


and actuary of Metropolitan Life, the 
new president, was on a field trip on 
the Pacific Coast with President Leroy 
A. Lincoln of his company, and notifi- 
cation of his election was telegraphed. 


Bassford’s Biography 


Mr. 5 
actuary of 


Bassford, vice-president and chief 
Metropolitan, joined the 
company in 1915 as a clerk in the ac- 
tuarial division. In 1919 he became sec- 
tion head in charge of the newly or- 
ganized group life and health section. 
He became a fellow of the Actuarial 
Society in 1920. He was appointed an 
assistant actuary of the company in 
1923, actuary in 1936, and vice-president 
in 1944. 

He has served two terms on the coun- 
cil of the Society. He is an associate 
of the American Institute of Actuaries 
and a member of the American Mathe- 
matical Society. 

The six new members of the council 
elected were J. G. Parker, Imperial 

: B. Gerhard, Prudential; Wen- 
dell A. Milliman, Equitable Society; 
Valentine Howell, Prudential; William 
J. Cameron, Home Life, and George W. 
Bourke, Sun Life of Canada. 

President Marshall reported that dur- 
(CONTINUED ON PAGE 1Ii1) 
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Two Cases a Week 
Vitally Important, 
Says H.R. Smith 


Purdue Marketing Course 
Director Talks to Managers’ 
Section in Chicago 


Production of an average of two cases 
a week is vitally important to an agent’s 
success, said Horace R. Smith, director 
of the Purdue life insurance marketing 
course, at the meeting of the general 
agents and managers section of the Na- 
tional Assn. of Life Underwriters held 
in Chicago. 

Mr. Smith pointed out that the 1946 
study made by L.J.A.M.A. of Million 


Dollar Round Table members indicated 
an average rate of production of 134 
cases a year. Mr. Smith’s own previous 
inquiries, addressed to many outstand- 
ing life insurance men, brought out the 
fact that 100 cases a year was the nor- 
mal self-assumed case rate of a very 
large number of quality men. 

“It was found, and each of you can 
check your own experience and that 
of your associates, that outstanding men 
in the quarter million, half million, and 
million dollar class, will generally ap- 
proach the 100-case rate, plus or minus 
no appreciable number,” he said. 

“Objectively, such a case rate is de- 
sirable from the standpoint of the un- 
derwriter because it will produce a 
larger number of policyholders and 
clients in a short period of years, thus 
easing the job of prospect production 
when client service work begins to im- 
pose a burden. Furthermore, the ac- 
tivity required to produce two cases 
weekly and the consequent improvement 
in morale by active production is im- 
mensely worthwhile in _ self-manage- 
ment. The underwriter who has a con- 
scious, constant capacity to produce two 
cases weekly, automatically eliminates 


fear from his sales complex. The de- 
struction of this element is valuable 
and exceedingly worthwhile. The 


practical elimination of doubt and ap- 
prehension is the only solution that is 
lasting. 


Matter of Average Policy Size 


“Tt, therefore, is obvious that the only 
difference between the quarter-million, 
half-million, and million-dollar producer 
writing 100 cases annually, is a differ- 
ence in average size policy. The size 
of case is, therefore, a matter of sub- 
jective analysis of the other two fac- 
tors, namely quality of prospect and 
quality of interview.” 

Mr. Smith said that the way to find 
out why a man who is having plenty of 
interviews is not making enough money 
is to have him draw a line through the 
center of a sheet of paper and head one 
side “No Meney” and head the other 
side “No Interest.” The agent then 
takes his prospect cards and determines 
how many of them fall into each classi- 
fication. If the “No Money” objec- 
tions predominate, then he is working 
among the wrong kind of prospects. If 
most of them are the “No Interest” va- 
riety it means that he lacks an interest- 
ing sales presentation. 


Gives Nomenclature 


“The production of new life insurance 
is the result of the expenditure of ef- 
fort units in the direction of name selec- 
tion, prospect production, seen calls and 
closing interviews,” Mr. Smith said. “In 
order to aid the agent in having some 
specific terms in mind and before an 
honest evaluation of his effort can be 
attempted, there definitely must be a 






mentally understood terminology: ‘Seen 
calls’-—a purposeful discussion on some 
phase of life insurance lasting 10 minutes 
or longer; ‘closing interview—the com- 
plete presentation of a life insurance 
plan for the prospect, who is given a 
minimum of five opportunities to buy. 
The presentation may be either a pack- 
age plan or a program developed in 
either a one or two interview system. 

“On the basis of these defined terms, 
a simple and individually applied for- 
mula can be established for each under- 
writer requiring the expenditure of ef- 
fort units which will produce a desired 
case rate, interpreted finally in terms 
of annual volume and commission in- 
come needed to support the financial 
objectives of the underwriter. 

“The underwriter is all too frequently 
confused by the use of inexact termi- 
nology and varying ratios for expendi- 
ture of effort units, sometimes called 
the ratio of seen calls to closing inter- 
views to completed sales. When exact 
terms and fixed ratios are established, 
then the new man can be supervised 
with full appreciation and the ratios can 
ibe changed from time to time, based 
upon established experience.” 


Field Efficiency Important 


While the ratio of hours in the office 
te hours in the field must never be con- 
trolling because some men are more ef- 
ficient than others, nevertheless this 
information is necessary in order that 
the new man or the established man 
will have a full appreciation of the ac- 
tual earnings of each type of hour and 
their relative value to him, Mr. Smith 
said. This system alone will tend to 
improve field efficiency. 

The mere fact that a man may be 
producing say, $10,000 a week and has 
been doing so for 30 weeks, doesn’t 
mean that he may not be on his way 
out of the business, said Mr. Smith. One 
way of determining this is to check his 
field efficiency. If eight weeks ago he 
got his normal production from 20 new 
prospects and 20 calls and 10 interviews 
and now he is expending twice as much 
effort to get the same amount of busi- 
ness each week his field efficiency is get- 
ting worse. He is bound to be dis- 
couraged. If he doesn’t correct .these 
faults as they occur and if the man- 
ager doesn’t see them his failure is just 
around the corner. 


Know New Agents 


Mr. Smith stressed the importance of 
knowing prospective agents’ for a con- 
siderable time before hiring them. His 
inquiries have shown him that a num- 
ber of new men taken on are definitely 
neurotic or psychotic and that a high 
percentage of these were known to the 
man who hired them less than 30 days 
before they were taken on. Conse- 
quently, it was difficult or impossible to 
spot these bad personality traits before 
induction. 

Mr. Smith, who had charge of train- 
ing large numbers of men in the army’s 
accelerated training course during the 
war, said it had been found that men 
can absorb new material about six 
times as fast as had previously been 
believed possible. While he admitted 
that the stimulus of war and the in- 
stinct of self-preservation were factors, 
he said a great deal more can be ac- 
complished in this direction in life in- 
surance training than has been done in 
the past. 


Honor Phoenix Veterans 


Arthur M. Collens, president of Phoe- 
nix Mutual, and Howard Goodwin, vice- 
president, were speakers at an informal 
dinner for a group of the company’s 
senior employes. Charles E. McCarthy, 
manager of policy issue, was toast- 
master. 

Phoenix Mutual Seniors is a newly 
created organization made up of em- 
ployes who, up to the end of 1946, had 
completed 25 or more years of service, 
and of former home office associates 
who have retired under the company’s 
pension plan. 


“MECHANICAL BRAINS” 


Electronic Machinery and 
Potential Insurance Uses 


NEW YORK — The potential future 
usefulness to the insurance business of 
electronic machinery for handling in- 
formation was foreshadowed in the talk 
by Edmund C. Berkeley, chief research 
consultant in the general office admin- 
istration department of Prudential, at 
the meeting of the Actuarial Society of 
America here. Much of the material in 
Mr. Berkeley’s paper is taken from his 
forthcoming book on the subject to be 
published by John Wiley & Sons. 

The new mechanical and electronic 
computing machinery, like ENIAC in 
Philadelphia and Aiken’s Mark I at 
Harvard, are machines that handle in- 
formation with extraordinary speed and 
flexibility, no matter how long the rou- 
tine of handling may be. It is natural 
to call these machines mechanical brains 
or supercalculators and to speak of them 
as machinery that thinks, he said. 


Far-reaching Effects 


This new machinery is certain to have 
far-reaching effects in all fields where 
the handling of information is the bulk 
of the work. Insurance is such a field, 
and this new machinery is of propound 
significance for actuaries. 

The present paper has three purposes. 
There are four or five great mechanical 
brains now actually working. This paper 
describes them very briefly. In this part 
of the paper, what is reported is facts. 

In the laboratories 1ow working on 
new machinery to handle information, 
the scientists are finding some remark- 
able results. This paper briefly describes 
some of the new discoveries. In this part 
of the paper what is reported is experi- 
ments and results. 

New machinery now being built will 
have many uses in the life insurance 
business. This paper describes some of 
these uses. In this part of the paper what 
is discussed is possibilities. 


No Human Being Needed 


“The first characteristic feature of a 
mechanical brain is that information can 
be automatically transferred from any 
part to any other part of the machine. 
You can imagine it as a battery of cal- 
culators or punch card machines all 
cabled together. No human being is 
needed to pick up a physical piece of in- 
formation produced in one part of the 
machine, personally move it to another 
part of the machine, and there put it in 
again.” 

The second characteristic feature of a 
mechanical brain is that control over the 
sequence of operations is ‘built into the 
machine. The whole routine to solve a 
problem can ‘be prepared beforehand, 
and put into the machine. Then you 
press the “start” button, and away it 
goes, printing out the answers as it gets 
them. 

The machines now working are: One 
at Harvard University; one at Massa- 
chusetts Institute of Technology; two 
at Aberdeen, Md., and one at Langley 
Field, Va. All of them have the two 
foregoing features. Two of these ma- 
chines have a third and very important 
feature: They will operate unattended, 
change themselves from one problem to 
another, and never allow. wrong results 
to come out of the machine. 

Another feature of a mechanical brain 
is that it handles information at speeds 
much greater than any previously avail- 
able; 5,000 additions a second is the 
operating speed of ENIAC, the elec- 
tronic calculator built at the Moore 
School of Electrical Engineering in 
Philadelphia, and now delivered to the 
Ballistic Research Laboratory at Aber- 
deen. 

There is at least one important new 
development in the laboratories, that 
makes these machines very practical for 
insurance companies, he said. This-is the 
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development of magnetic tape for stop 
ing information. Very small magnetize 
spots (north - south or south - north 
placed on the tape stand for units of jg. 
formation, yes-no, X or no X, 1 or 90, 
_ “You can store a thousand units of jp. 
formation in a quarter of a square ine} 
of magnetic tape. With this materig 
you can read, write, remember, and eray 
at a speed of a thousand ten digit num. 
bers a second. Whatever you put on th 
tape will stay for decades or until yoy 
change it. In this way we can exper 
the new machines to provide a very 
large memory of numbers or other ip. 
formation.” 

The cost of the mechanical brains now 
being designed is in the neighborhood of 
$100,000 to $125,000. This is much lower 
than the cost of the existing mechanical 
brains, which is in the neighborhood of 
$250,000 to $500,000. As designs 
improve, the cost continues to decline 
Since each machine does the work of 
more than a hundred human computors, 
many times the cost is actually saved, 
Possibilities 

“Possible uses of this machinery j 
the life insurance business are y 
great. We have many sorts of calcula 
tions for individual policy transactions 
that have to be done at the time when 
the policy is presented. The machine 
will be able to do them very quickly and 
accurately. 

“For example, the machine could take 
in the data in regard to a policy being 
surrendered, look up the cash value 
in the proper table, interpolate for the 
premium paid-to date, multiply by the 
amount of insurance, total any loans, 
compute the interest on each loan and 
total that, credit the value of any divi 
dend accumulations and any premiums 
paid in advance, and type out the check 
to the policyholder in payment of the 
net value of the policy.” 


Premium Billing 


The use of this machinery in fields 
where there is little calculation is likely 
to be even greater. For example, one 
problem which these machines would 
easily handle is premium billing. The 
machine will: 

Store the premium history informa 
tion; make changes of the insured’s at- 
dress; determine when the premium no- 
tice is to be prepared; subtract the divi- 
dend from the premium in cases where 
the net cost is to be shown; compute 
and add loan interest; type out the pre- 
mium notice. : 

Mr. Berkeley believes “we are at the 
threshold of a new development that will 
reduce materially the present clerical 
work going on in life insurance com- 
panies. It will transform the numerical 
work for many actuarial calculations, 
and enable actuaries to do many things 
they now only dream of doing.” 














O. T. Hogan, president United of 
Chicago, has conducted eight sales con- 
ferences in the past two weeks with 
agents of his company in Texas and 
throughout the eastern territory. The 
company was admitted to Texas last 
October and Mr. Hogan has established 
new offices in Dallas, Fort Worth, San 
Antonio and Houston with an agericy 
organization of about 100 men. 

On his eastern trip he held agency 
sales meetings in Washington, Balti 
more, Philadelphia and Richmond, as- 
sisted by his son, J. R. Hogan, vice- 
president of the company. Upon com- 
pletion of these sales conferences they 
went on to Virginia Beach to attend 
the meeting of the Industrial Insurers 
Conference there. 
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May 1 16, 1947 LIFE INSURANCE EDITION 3 
Sessions Well Integrated fj 
N. Y. State Life g Field Neng. 
By E. E. HESS meeting will be held at the Edgewater 
Beach hotel, Chicago, May 30-31, while 
Underwriters Assn. VIRGINIA BEACH—“Puttin’ the the annual meeting will be held in Can- Debate Problems 
peas in the pod,” the theme of the ada for the first time. Six other re- 
Southern Round search reports are due, with four defi- 
Organization Has 4,423 Table of the Life nitely assigned, one to come _ out Resume at French Lick 
Insurance Adver- monthly until the meeting in October. 
Members; Expects to tisers Assn., was Life insurance is part and parcel of Spring Conferences 
cleverly carried out the desires of men, Mr. Stamper said. 
Pass 6,000 by July by the subject as- It satisfies the rights and freedoms Interrupted by War 
signed each speak- which have been basic through the cen- 
- f er, by the use of turies for which men have suffered tor- 
David B. Fluegelman, Northwestern a huge pea hanging ture, martyrdom and death. It is the By DALE R. SCHILLING 
Mutual, New York City, was elected on the wall in ‘back one instrument that rights the economic Baier aat? ae E i 
of the speakers’ injustice of death coming too soon or FRENCH LICK, IND.—Field man- 


president of the New York State Assn. 
Life Underwriters at the annual meeting 
in Buffalo. 


Other officers elected were: 
_ vice-president, S. 
f i C. Collins, Metro- 
politan Life, Buffa- 
lo and_= secretary- 
treasurer, Kristen 
Kristensen, Equit- 
able Society, Yonk- 
ers. 

The regional vice- 
presidents are W. 
Merle Smith, Buf- 
talo;. F.. J. ’Caple, 
Plattsburg; f en SA 
Meehan, Yonkers; 
Florence A. Di- 
mon, Utica: ‘F.. j. 
McManus, Bing- 
hamton, and Samuel Godfrey, Troy. 

In his report as president, E. H. Perk- 
ins, general agent Provident Mutual, Al- 
bany, stressed the association’s success- 
ful fight against the increase in the 
savings bank life insurance limit to 
$5,000 per life. The association’s cam- 
paign was recognized in the legislature 
as being second in magnitude only to 
the teachers’ problems and was ranked 
first in correctness of procedure and ab- 
sence of errors. He paid particular 
tribute to the work of E. R. Gettings, 
general agent Northwestern Mutual, Al- 
bany, past president of the association, 
and Spencer L. McCarty, Provident Mu- 
tual, Albany, executive secretary of the 
association, saying the life insurance 
business of the entire country owes 
them a great debt. 

Mr. Perkins said the association has 
4,423 members and should pass the 6,000 
mark by July 1, according to Manuel 
Camps, Jr., general agent John Hancock 
Mutual, New York City, membership 
chairman. 


To Resume Saratoga Meetings 


The association plans to resume next 
year the general agents’ and managers” 
annual conferences formerly held at 
Saratoga Springs. Usually one problem 
was studied each year, though compen- 
sation was the subject for two consecu- 
tive meetings. Unfortunately it was not 
possible to hold the meeting this year. 
The possibility of using recipients of 
the National association’s national qual- 
ity award as a nucleus for a state-wide 
club based upon substantial, if not 
spectacular volume. It is possible that 
the committee dealing with the club 
project may, if it is decided to promote 
a leaders’ round table, draft a letter to 
award recipients and ‘ask the National 
association to send it to them. Those 
who replied would be nucleus around 
which to build. 

The state association’s speakers’ bu- 
reau has already demonstrated its ability 
to help agents, particularly in causing 
local associations to give more thought 
to a balanced program for their regular 
meetings and to cause more thought to 
be given to what members are qualified 
to give what kinds of talks in what 
areas, 

Mr. Gettings, chairman of a special 
committee dealing with savings bank 
life insurance, emphasized, that while 
the savings banks entered the life in- 
surance business under the screen of 
(CONTINUED ON PAGE 27) 





D. B. Fluegelman 





table and the green, 
pea - shaped _pro- 


gram. J. W. Chil- 
drey, Atlantic Life, 
secretary and Powell Stamper 
newly elected 
chairman, placed an additional pea in 


the pod as the different speakers talked 
on various aspects of the program 
theme. The meeting was clouded by 
the death of Z. Starr Armstrong, Re- 
public National who in the normal 
course of events would have become 
chairman, succeeding M. F. Browne, 
Occidental Life, N. C., retiring chair- 
man. 

Membership stands at an_ all-time 
high of companies and “ad” men with 
company membership exceeding the 150 
mark, Powell Stamper, manager sales 
promotion National Life & Accident 
and president of L.A.A., declared. At 
the annual meeting, Continental of 
Canada, Confederation Life, Equitable, 
D.C., Empire Life & Accident, Durham 
Life, and Kentucky Central were ad- 


mitted, he stated. All of the round 
tables are now on a self-supporting 
basis. The North Central Round Table 





too late. 

The public in 1946 gave life insurance 
a tremendous vote of confidence. How- 
ever, the fellow who says he is twice 
as good as he was five years ago merely 
because his production has doubled is 
on dangerous ground. Despite the fact 
that business as a whole was 50% 
ahead, this is just an average record be- 
cause business was ahead by a corre- 
sponding amount. 


Affected by Field Conditions 


Life advertisers have so much to do 
with the executing of plans and meth- 
ods that field men use, they are directly 
affected in field conditions to the same 
extent as field men themselves, Mr. 
Stamper said. The year 1948 will be a 
year of getting back. to fundamentals. 
If in 1947-48 money changes hiding 
places, is the life advertiser ready to 
furnish methods to his field men with 
which to find it? he asked. 

He raised several questions: Are 
agents making as many calls as it was 
necessary for them to make in 1937-38? 
Did they have as many interviews in 

(CONTINUED ON PAGE 26) 








first policyowners— 


24 country merchants ; 


ters; 6 tailors; 5 hatters; 
suits.” 


pany 100 years ago. 





Country Merchants 


Of the first 418 policies issued during the first eighteen 
months of the Penn Mutual back in 1847 and 1848 it is 
interesting to make a breakdown of the trades of those 


58 of them were listed as general merchants; 43 of 
them were drygoods merchants; 20 hardware merchants, 
29 manufacturers; 17 brokers and 
agents; 12 farmers and millers; 8 officers of corpora- 
tions; 6 publishers and editors; 12 grocers; 5 clergymen; 
19 clerks; 10 lawyers; 13 physicians; 5 dentists; 4 were 
in the United States Navy; 
5 were porters; 15 salesmen; 
4 were listed as 


The fundamental idea of prospecting was just as 
sound then as it is today, to get a good spread of occupa- 
tions from a risk viewpoint. Today there are other trades 
and professions which are more predominant in the pic- 
ture, but there are also trades and professions today the 
names of which might have puzzled an insurance com- 


1847 — Penn Mutual Centennial — 1947 


THE PENN MUTUAL LIFE INSURANCE CO. 
sone cones 


INDEPENDENCE SQUARE, PHILADELPHIA 


16 were listed as “ladies” ; 
13 mechanics; 9 carpen- 
“other pur- 

















agers of fraternal societies are on their 
toes these days in studying their selling 
problems and applying what they learn, 
it was apparent at the spring conference 
of the Fraternal Field Managers Assn. 
held here Monday and Tuesday. Re- 
cruiting, financing new 
prominently on 


training and 
agents subjects 
the program. For a number of 
the association has sponsored a irater- 
nal educational course, successful com- 
pletion of which earns the F.I.C. desig- 
nation. 

Thomas O. Hertzberg, 


were 
years 


sales manager 


Fidelity Life, handled the gavel as 
president. John E. Little, field director 
and actuary of Maccabees, association 
past president and now its secretary- 
treasurer, spoke on “Licensing of 
Agents.” There have been efforts in 
some states to require licenses for those 
who sell fraternal insurance, but most 
societies secure considerable insurance 


through members on a part-time basis 
and heretofore legislators have recog- 
nized this situation, and the non-profit 
character of societies, and usually have 
not demanded licenses and the accom- 
panying fees. 


Tells of Retirement Plan 


Old line life companies are familiar 
with agents’ retirement plans and many 
have put these in effect, but until now 
fraternals have not felt. the demand 
from their field workers to adopt some 


adequate program of the sort. An ex- 
planation of the retirement contract 
which has been initiated by Lutheran 


Brotherhood was given by N. K. Nep- 
rud, superintendent of agencies, associa- 
tion past president. 

He said it was one of his society’s 
best recruiting tools. A man contem- 
plating life insurance selling as a voca- 
tion has a right, he said, to ask, “What 
about my future welfare in your so- 
ciety?” Mr. Neprud said, “He in 
the business selling future security to 
others, so it is only natural that he is 
concerned about his own security pro- 
gram.” 

Lutheran Brotherhood’s 
plan is based on the agent’s earnings, 
instead of on premium income. The 
society is interested in quality business 
and rewards its agents for persistent 


is 


retirement 


business. It pays renewals over only 
three years, but on 100% persistency 
the renewals are 30%, 22%% and 
2214%. The basic renewal assumes 75% 
persistency ratio; for each 5% above 
that figure an additional 10% over the 


basic renewal rate is paid. 
The retirement plan is based on de- 


duction of 5% of the agents’ earnings 
at the end of each month, which is 
applied as a premium, and at the end 


of each calendar year the society adds 
an extra 244% of the earnings to this 
premium account, increased by 4% for 
each year in which the agent earned 
$500 or more. This %% additional 
continues until a maximum of 10% has 
been paid in by the society. Lutheran 
Brotherhood credited 94% of the to- 
tal premiums to the agents’ retirement 
fund reserve and interest is paid at the 
end of each year on this amount. The 
(CONTINUED ON PAGE 25) 
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Discuss Cash 
Sickness Plans 


Actuaries Evaluate 
Importance of Legislative 
Movement 


NEW YORK—tThe relative merits 
and demerits of cash sickness benefit 
plans were treated at some length at the 
convention of the Actuarial Society of 
America here. 

E. B. Whittaker of Prudential com- 
mented that there are only two general 
approaches to cash sickness insurance, 
the social security approach with a 
tax supported state fund, and _ the 
plan originally suggested in New 
Jersey, where there is no_ state 
fund and the employer is made liable for 
the coverage. A combination of the two, 
the California plan, seems to be work- 
ing a lot better than was expected. 

Among the disadvantages of the first 
type, compulsory in character, as in 
Rhode Island, are that benefits must be 
at the subsistence level so that those 
now getting higher benefits have them 
reduced; it is impractical to superimpose 
a private plan on the state plan, and the 
plan has a high claim cost due to diffi- 
culty of getting sound claim administra- 
tion which can avoid abuses. 


Disadvantages of N. J. Plan 


The New Jersey plan as_ orig- 
inally suggested has serious dis- 
advantages, he said, the principal one 
being that so many employes are in 
groups of 25 or less so that the adminis- 
trative costs are very high in proportion 
to benefits. 

The state can administer these small 
groups more cheaply because there are 
no contracts, certificates or servicing, 
and the state can enforce coverage and 
premium payments through taxing 
power. On larger groups the private in- 
surers can do a good job, particularly 
where higher coverages are desired. 

The ideal solution, Mr. Whittaker 
thinks, is the California type plan, which 
would permit the small groups to gravi- 
tate to the state fund, but with employ- 
ers retaining the right to contract for 
the coverage. 


Monopolistic Type Worst 


That the monopolistic state fund type 
of plan is the worst, Henry S. Beers, 
Aetna Life, agreed, though on one or 
two other points he did not go the whole 
way with Mr. Whittaker. He empha- 
sized that this was not a discussion of 
whether the state ought to adopt a sick- 
ness plan, but of what plan is best, 
given the premise that the state is going 
to adopt a plan. 

Mr. Beers said there is one serious 
criticism of the California plan, the pos- 
sible tendency of employers that are the 
best. risks to contract for the coverage, 
and for the others to go into the state 
fund. Mr. Beers hopes this is largely a 
theoretical fear. One safeguard in the 
California law is that the state official 
can reftise to accept a risk if he believes 
it will have an adverse effect on the 
fund’s experience. 

So far private experience of private 
plans seems to be a little worse than 
that of the state fund, he said. This is 
because the small groups that are bad 
for insurers because of expense may 
not be bad as regards experience. Also, 
so far in California the employers that 
adopt outside insurance are the ones 
desiring to give employes more than 
minimum benefits. Employers satisfied 
with employes receiving minimum bene- 
fits are going into the state fund. 


Right to Contract 


As to the original New Jersey, or em- 
ployer liability type, employers value 
their right to contract for benefits, and 
may not object to paying the extra ex- 
pense necessary on smailer groups, he 
suggested. 

While the matter of cash sickness 





More Groups Seek 
Dean’s Reelection 
as N.A.L.U. Trustee 


The Jacksonville (Fla.) Life Under- 
writers Assn. has adopted a resolution 
endorsing the can- 
didacy of Way- 
man L. Dean for 
reelection as trus- 
tee of the National 
Assn. of Life Un- 
derwriters.. Simi- 
lar action was 
taken by the Jack- 
sonville General 
Agents & Manag- 
ers Conference. 

Local associa- 
tions in West Palm 
Beach, Fla.; Ma- 
con, Ga., and other 
southeastern cities 
have announced their support of Mr. 
Dean’s candidacy. He is manager of 
the Life & Casualty in Jacksonville. He 
is a former president of the Jacksonville 
association. 

In the national association, Mr. Dean 
has been chairman of the committee on 
credentials, publications, and integration 
of agents into N.A.L.U. and a member 
of the elections and membership com- 
mittees. Mr. Dean was elected trustee 
for a one-year term in 1944 and was re- 
elected to a full two-year term in 1945. 
Born in Grandview, Tex., he entered the 
life insurance business on a debit with 
his present company in 1922 


Holmes of Mont. Blasts 
Central Office Proposal 


Commissioner Holmes of Montana, 
in a letter to Commissioner Forbes of 
Michigan, chairman of the N.A.I.C. cen- 
tral office committee, has expressed 
himself as being opposed to the whole 
project. He had been invited to attend 
a meeting of the committee and to ad- 
vance any suggestions on the proposal. 

Mr. Holmes’ position is that the in- 
surance business and: the N.A.I.C. are 
getting along in good shape and that 
while lack of tenure in office of insur- 
ance administrators is a handicap to a 
projection of long term programs within 
each administrative office in general any 
progressive change in administrative de- 
tail is consummated during the office 
term of an administrator. 

It is Mr. Holmes’ opinion that the 
creation of a central office is another 
step in the direction of bureaucracy in 
business. He feels that the speed, effici- 
ency and well-being of the insurance 
business “is being constantly set upon 
by the barnacles of bureaus, boards, etc., 
which attach themselves to the hull.” 
He doubts that the industry is inviting 
the multiplication of encumbrances 
though it may passively submit to~them. 
He also questions the statutory right of 
a commissioner to delegate any of his 
powers to a central office. 


Ohio National Names 
T. Max Davis in Houston 


Ohio National has appointed T, Max 
Davis general agent in Houston. His 
office is at 1804 Sterling building. After 
attending Bowling Green, Ky., College 
of Commerce, Mr. Davis was in educa- 
tional work in Kentucky before going to 
Houston. He has been in the life in- 
surance business there for nine years as 
assistant general agent and acting gen- 
eral agent. He was in the coast guard 
duing the war. 





W. L. Dean 














benefits legislation is an important one, 
it is not So pressing as it seemed at the 
beginning of the big 1947 legislative sea- 
son. Mr. Beers commended. More and 
more voluntary plans are being adopted, 
and it is possible that any forecast as of 
three or four months ago needs now to 
be revised. 





Program Is Given 
for L. A. A. North 
Central Round Table 


The North Central Round Table of 
og Insurance Advertisers Assn. will 

be held at the Edgewater Beach Hotel, 
Chicago, May 30-31. T. H. Tomlinson, 
manager sales promotion § Bankers 
Life Insurance of Iowa, is general chair- 
man. The theme is “Life Insurance— 
the Ideal Property.” The program will 
open on the morning of May 30 with an 
address by President Powell Stamper, 
and a discussion of the meeting theme 
by Mr. Tomlinson. 

T. Plogsterth, director of field 
service of Lincoln National, will pre- 
side at the opening session, which will 
be devoted to a discussion of “How We 
Promote Family Income.” George 
Pease, sales promotion department, 
Equitable Life of Iowa, will be chair- 
man of this discussion. A question and 
answer session on this subject will fol- 
low and H. C. Nelson, assistant director 
of publicity of General American Life, 
will be chairman of this session. 

C. W. Ferguson, manager sales pro- 
motion Union Central, will preside over 
the May 31 business session. W. 
Theiss, director of advertising Minne- 
sota Mutual, will be chairman of the 
discussion, “How We Promote Retire- 
ment Income.” A discussion of “How 
We Promote Life Insurance for Vari- 
ous Needs” will follow. F. J. O’Brien, 
director of sales promotion Franklin 
Life, will be chairman of this group. 
Present indications are that a record 
number of companies will participate. 


Four L.I.A.M.A. Groups 
Discuss Developments in 
Eastern Meetings 


Four committees of Life Insurance 
Agency Management Assn., those on 
education and training, agency costs, 
quality business, and research advisory, 
held meetings in Hartford and New 
York last week to discuss developments 
in each field. 

The education and training group 
recommended that James R. Adams of 
the association staff make a study of 
audio and visual aids and their appli- 
cation to training in the life business. 
It was pointed out that during the war 
use was made by the services of such 
devices. R. B. Coolidge, vice-president 
Aetna Life, presided, 

The committee on agency costs re- 
ported several projects on which it 
plans to embark. They include studies 
on rent costs, clerical costs, compensa- 
tion of supervisors and over-all agency 
expense rates. 

Dr. S. Rains Wallace, new director 
of research, presented to the research 
advisory committee meeting in New 
York an outline of his program. Roger 
Hull, chairman, vice-president Mutual 
Life, appointed a_ sub- committee to 
work with Dr. Wallace in setting up 
contacts with research sources in the 
federal government. 

The quality business committee dis- 
cussed means of promoting the national 
quality award so as to attract wider 
participation by agents and companies: 
A study of award designees showing 
various methods and ideas used to en- 
hance persistency of business was con- 
sidered. The study was made by Alden 
T. Bunyan, Phoenix Mutual. Several 
projects were outlined. Among them is 
a study of orphan policyholders, the 
persistencv of such business and the in- 
fluence of the agent in persistency after 
two years. Another involves a study of 
the persistency of pension trust busi- 
ness. Improving service to policyhold- 
ers will be the third subject. 








Names Pearsall at Tacoma 

Robert J. Pearsall has been appointed 
Tacoma district manager of American 
National, 















Pearson Elected — St. L 
Zone 4Chairman  fpign 
Accident-Health Require. Spec 

















ment Again Suspended; § ; F. 1 
Seek Nation-Wide Basis i"), 

Cormick 
DES MOINES—John D. Pearsall ture 


Indiana commissioner, was elected cha; 
man of zone 4 of the Nataional Assn, 
Insurance Commissioners at the meg 
ing here. He succeeds D. A. Forbes, 
Michigan, who was reelected zone rep 
sentative on the N.A.I.C. executive cop 
mittee. It was decided to hold the ney 
zone meeting at St. Paul in the fall, 
Enforcement of the requirement jp 
posed by the’ zone last year for repor 
ing experience on accident and healt 
business by policy forms, was again s 
pended, with the idea of putting it on, 
uniform, nation-wide basis, and the ma 
ter will be put up to the N.A.L C. at; 
Atlantic City meeting next month, 


Effect of New Laws 
It was pointed out in discussion, in whic 
John Panchuk, Federal Life & Casualty 
a former Michigan assistant attorney 
general, presented the company viey. 
point, that five of the eight states of th 
zone already have adopted the all-ip. 
dustry accident and health law, which 
gives the commissioners power to djs 
approve policies and rates not equitable 
to policyholders. This development, jt 
was felt, necessitates a full picture of 
experience but the nation-wide character 
of the legislation makes it imperative 
that the action be taken on that basis, 

It was decided to proceed prom 
with preparation of a manual of laws 
pertaining to examinations so that e. 
aminers will be better equipped to repre. 
sent the entire zone. 

The chief examiners discussed the 
matter of companies microfilming 
records. It was the consensus that | 
is a desirable practice, when not in 
flict with state laws, if the compa 
show good judgment relative to keej 
original records for a reasonable p 
of time. It was noted that if the ori 
records are discarded too soon, 
the material from microfilms slow 
examinations. 


Central Office Question 


Commissioner Forbes, who met 
Harrington of Massachusetts and Stone 
of Nebraska as members of the N.A.LC C. 
committee on central office, said he had 
received a letter from Thompson of 
Oregon to the effect that if a central 
office is set up, the secretary-treasutet 
in charge should handle examination de- 
tails for each zone and should be named 
chairman of the N.A.I.C. examinations 
committee. It was also Thompson's 
thought that the chairman of each zone 
should be designated to the examination 
committee. He suggested that a cor 
stitutional amendment to the effect be 
prepared for submission to the June 
meeting but it was decided that, inas 
much as no definite action has been 
taken as yet on the central office mat 
ter, it would be inadvisable to offer the 
amendment until later. 

Commissioner Harrington also dis 
cussed his recommendation that the 
N.A.I.C. reduce the number of stant 
ing committees and it was the consensus 
of zone commissioners that it would bei 
in the best interests of the organization 
to take that action. 

The commissioners held a luncheon ia 
honor of Commissioner Fischer of Iowa, 
who leaves office July 1. The newly apg 
pointed Iowa commissioner, Sterling 
Alexander, attended the meetings with 
Mr. Fischer. 
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Pa. Has World Bank Bill 


A bill has been introduced i in Pennsyl 
vania to permit life companies of thaifuranc 
state to invest in securities of the Intef-#frustee 
national Bank for Reconstruction andnd R: 
Development. ted N 





pany ; 
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it. Louis Employe 
Plan Conference 
Speakers Announced 


J. F. Brandt, vice-president and comp- 
troller of Swift & Co., Chicago, and J. 
Donald Nevius, assistant treasurer Mce- 
Cormick & Co., Baltimore, will be the 
featured speakers from the ranks of in- 
dustrial executives at the conference on 









Pearsg 
ted cha; 














Assn, q employe pension and__ profit-sharing 
he me plans at St. Louis May 19-20, sponsored 
*orbes jointly by the U. S. Chamber of Com- 
Ne repr merce and the St. Louis Chamber. 

ive com Other speakers will be W. R. Wil- 
the ney liamson, president the Wyatt Company, 
. fall. actuaries and employe benefits consult- 
nent im# ants, Washington, D. C., former social 






r Teport 
d healt 
Sain su 
= it ong 
the mat. 
Cy at it 
ith, 


security board actuary; Bruce H. John- 
son, attorney, Ross, McCord, Ice & Mil- 
ler, Indianapolis; E. L. Colgrove, second 
vice-president Guaranty Trust Co., New 
York; Robert N. Arthur, secretary Mer- 
cantileeCommerce Bank & Trust Co.,, 
St. Louis, and Hugh A. Logan, Marsh 
& McLennan, St. Louis. 

One afternoon will be devoted en- 
tirely to questions and answers, the first 
half hour of which will be broadcast 
MeyB over station’. KWK. The panel will in- 

‘B® clude three St. Louis men, F. W. Hunt- 
ington, president Ralston Purina Co., 
Peter H. Husch, attorney, Salkey & 
Jones, and John Leaver, general 
agent Mutual Benefit Life, and Messrs. 
Williamson, Johnson and Colegrove. 
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within three weeks. 

The principal discussion at this hear- 
ing was on how to estimate and meet 
the expense of distribution. The com- 
mittee is expected to consult with Di- 
rector Parkinson and secure his ap- 
proval as to how much reduction in ‘sur- 
plus will be countenanced by the IIli- 
nois department. The question of 
whether the stock shall be distributed 
in kind or whether it should be sold and 
the proceeds distributed is still open 
and also questions of what evidence the 
court will require of lapsed policyhold- 
ers and their heirs. Judge Minor em- 
phasized that he will not approve any 


plan which is not 100% acceptable to 
the insurance department or which will 
impair the operations of the company 
in any way. 


Allow Agents Group Cover 


Governor Warren of California has 
signed a bill which provides for the ex- 
tension of group life insurance to in- 
clude agents of the insurer, as well as 
employes. It was sponsored by Cali- 
fornia life companies. 


Opens San Bernardino Office 
Manager Walter S. Payne of ordinary 











“A” agency of Prudential at Los An- 
geles has opened a district office at San 
Bernardino with Lawrence J. Sweeney 
as district maanger and a force of five 
full-time agents. 





Panel Discussion at Dallas 


A’ panel discussion on “School of 
Insurance Marketing—An Aid to Re- 
cruiting,” was conducted by the Life 
Managers Club of Dallas Tuesday. 
Participating were Barney Shields, 
Great National Life, chairman; John L. 
Evans, Southland Life; William B. 
Orman, Kansas City Life, and James 
D. Edgecomb, John Hancock Mutual. 
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Chicago Assn. 
Slate Announced | 


} 

The nominating committee of the Chi- | 
cago Assn. of Life Underwriters has | 
announced its slate | 
of officers for the 
June election. They 
are: For president, 
Clarence E. Smith, 







































Successful Selling is an. art. It is a combina- 
tion of knowledge, skills, habits and atti- 


Habits—good ones—of work planning and 
carrying out those plans, are as important 


Northwestern Mu- tude. It cannot be learned by reading books to successful selling as good habits of eat- 
tual; first vice- a J : 

president Robert —though reading and study are a part of it. ing, sleeping aad exercise are to healthful 
Reno, Equitable i : . ss ma: 

Society; second Perhaps its most important ingredient is living. 


vice-president, Har- 
ry R. Schultz, Mu- 
tual Life, and treas- 


SKILLS—the skill of prospecting, the skill Knowledge, plus skill, plus good sales 


urer, Earl M. of approach, the skill of making an effective habits builds attitude. Our training plans 
Schwemm,  Great- 


West Life. 

Those nominated 
‘A for directors are: Julius Rogatz, John 
Hancock Mutual; William D. Davidson, 
Equitable Society; Sidney Kent, Pruden- 
tial; Louise Scott Konsberg, Massachu- 
setts Mutual; Victor S. Larson, Berk- 
shire Life; Henry W. Persons, Mutual 
Life; Aubrey Peters, New York Life; 
Charles B. Tuttle, Mutual Benefit Life, 
rig Harry G. Walter, W. A. Alexander 
t Co. 


C. E. Smith presentation, the skill of meeting objections organize these four important elements, and 


weave them together in a pattern which 
builds men. 


and excuses, and of closing sales, and serv- 
icing policyholders. 


€ 





HERE’S WHAT OUR MEN SAY 


6 STEPS OF TRAINING ABOUT OSLICO TRAINING 


H. Kennedy Nickell, Connecticut 
General Life, immediate past president, 
















; . ez ogee the ngesienting., commie * BASIC “The value of the Training Course of 
ee. ne election results wi e an- . . . . 

.Bnounced June 11 in the annual meeting. % PRIMARY the Ohio State Life if measured in the 
Nominations have been mailed to mem- realm of dollars and cents only, would 
bers, who have the right to initiate * INTERMEDIATE be tremendous, but to measure its value only in 

a soe, this way would be but scratching the surface.” 

* PROGRAMMING wt Ea : 

é . Another: “No life insurance man who intends to 
Name Committee to Frame % TAX AND BUSINESS serve the public in the full sense of the word can 
vation Bankers Distribution Plan shee ae afford to ignore the personal sacrifice that proper 










training demands. I am proud to represent a com- 
pany that recognizes this fact and acts accordingly.” 


wa 
eee 


FRANK L. BARNES, VICE PRESIDENT AND DIRECTOR OF AGENCIES 


Circuit Judge Minor of Chicago, fol- 
Owing another hearing Wednesday on 
he Illinois Bankers Life case, appointed 
committee to draw up details of a 
easible plan for distributing capital 
shares to the 75,000 policyholders of the 
ormer assessment company. The com- 
ittee consists of Vernon Loucks, at- 
orney for the successful petitioners; 
. R. Johnston, counsel for the com- 
pany; Paul F. Jones, former Illinois in- 
burance director, who is now one of the 
tustees; Warner Schroeder, attorney, 
nd Raymond Smith, vice-president Al-- 
ted M. Best Co. A report is expected 
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Pacific Actuaries’ 
Program Stresses 
Guertin Legislation 


An entire day of the two-day pro- 
gram, June 12-13, of the Actuarial Club 
of the Pacific States, will be devoted to 
various problems encountered in adapt- 
ing company procedure to the Guertin 
legislation, with expenses, company 
statements, new laws and regulations 
are being taken up on the second day. 

Scheduled for discussion under the 
general heading of Guertin legislation 
are: What practical problems have arisen 
in the preparation of policy forms to 
compiy with the new legislation? What 
general policy revisions unrelated to the 
new laws are being made? What prob- 
lems arise in connection with the issu- 
ance of term riders to the attached to 
policies after Jan. 1, 1948? What diffi- 
culties are being encountered in the prep- 
aration of juvenile plans? What con- 
siderations for revision in commission 
scales ‘are prompted by the new pre- 
mium rate structures? Considerations 
entering into the development of non- 
participating premiums. What proce- 
dures are being followed in promulgating 


Ko" 
Ss 


<a 
Iw 
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Sian! 

DURING THE PAST 
FEW WEEKS, I HAVE HAD 
THE PLEASURE OF ATTEND.- 
ING SEVERAL STATE LEAD- 
ER’S CLUB MEETINGS — 
WITH SEVERAL MORE IN 
PROSPECT FOR THE IMME. 
DIATE F UTURE. . 


THE IDEA IS A GRAND 
ONE FOR THE BUSI- 
NESS. It gives thousands of 
good agents a tremendous in- 
centive to meet the require- 
ments for club membership, 


brings them honor among 
their associates in the busi- 
ness, a type of incentive 


somewhat different from that 
created by company produc- 
tion clubs. 


THE AGENT RATED asa 
good producer knows that the 
failure to make the leader’s 
club tells the world in letters a 
mile-high that he is not quite 
the producer others thought— 
and the reverse is also true. 
To be well thought of by 
your close associates is, of 
course, a powerful motivating 


influence. 
* 


ORGANIZATIONS OF THIS 
KIND INCLUDING THE MIL- 
LION DOLLAR ROUND TA- 
BLE DO MUCH TO LIFT THE 
LEVEL — AND SO THEY 
SHOULD HAVE THE COR. 


) and H. R. 1632, 








DIAL SUPPORT OF MAN. 
AGEMENT. 


PAUL SPEICHER 

Managing Editor 
THE INSURANCE 
RESEARCH & REVIEW SERVICE 
INDIANAPOLIS 














substandard premiums? Are _ published 
tables for disability and dowble indem- 
nity adequate for use under the new 
laws? What tables, mechanical aids and 
procedures have been developed to fa- 
cilitate the preparation of a new rate- 
book? What plans are being made for 
indoctrinating the field force and ex- 
plrining to the public the general impli- 
cations of the new rate structures? 


Expenses and Statements 


In connection with expenses, the actu- 
aries will discuss the effects of increas- 
ing expense rate, and steps that are 
being taken to control and offset these 
increasing expenses. As to company 
statements, there will be a discussion of 
practices followed in the preparation of 
interim statements during the year and 


revisions that should be made in the 
proposed new life annual statement 
form. 


Chere will also be a discussion of the 
experience and problems encountered 
under the California cash sickness bene- 
fit law problems being encountered in 
revision individual accident and health 
policy forms to conform to the latest 
edition of the “Official Guide,” recent 


insurance legislation in the western 
states, a report of meetings of the Ac- 


tuarial Society of America and _ the 
American Institute of Actuaries, and 
company reports on mortality, interest, 
expense, production and persistency. 


D. of C. Life Legislation 


» Endorsed at Hearing 


WASHINGTON—District of Co- 
lumbia officials and insurance men 
joined in recommending to the House 
D. C. insurance subcommittee headed by 
Rep. Simpson, Illinois, several life in- 
surance measures, including the Guer- 
tin bill; H. R. 1633, to provide that if a 
beneficiary predeceases the insured the 
proceeds of a life policy shall go to the 
administrator of the insured’s estate, 
to permit domestic life 
companies to invest in real estate. By 
agreement, this latter was to be amend- 
ed so as to limit such investments to 5% 
of a company’s admitted assets at any 
time. 


All Three Bills Approved 


Superintendent Jordan and _ Lloyd 
Harrison, assistant D. C. corporation 
counsel, endorsed all three bills ,as did 
Howard W. Kacy, vice-president Acacia 
Mutual. F. G. Addison, Jr., chairman 
law and legislative committee D. C. 
Bankers Assn., said its members unani- 
mously approve 1633. They are inter- 
ested where named as trustees, he said, 
and because depositors’ ability to use 
policies as collateral on loans was upset 
by the appellate court here in the Kin- 
dleberger case. 

L. K. Crippen, actuarial vice-president 
of Acacia Mutual, endorsed the Guertin 
bill as in the interest of the District, the 
companies and their policyholders. 


Mediate Agents’ Dispute 
with Peoples Life 
WASHINGTON—The U. S. concil- 


jation service, Department of Labor, 
is endeavoring to settle a labor dispute 
between Peoples Life and the American 
Federation of Labor industrial and ordi- 
nary insurance agents council, claiming 
to represent the compdny’s agents. 
Peoples Life has about 1,000 agents. 
About 350 are in districts said to be 
certified by NLRB for collective bar- 
gaining. The company learned only 
last week-end a strike is scheduled for 
May 19, unless conciliation efforts are 
successful. 

Agents in two districts uncertified by 
NLRB are on strike, and 16 have been 
replaced at Tappahannock, Va. 

The union has demanded recognition 
of superintendents, supervisors or as- 
sistant managers as units to be bar- 
gained for by the agents’ council; recog- 
nition of the right of individual towns 
to hold bargaining elections, and wage 
increases said to average nearly $150 
a year. 





Slight Improvement 
in Airline Pilot 
Fatality Rate 


NEW YORK—James E. Hoskins of 
Travelers, chairman of the aviation 
committee of the Actuarial Society of 
America, at its meeting here, said 
that the best available estimate of 
America, at its meeting here, estimate of 
the fatality rate of pilots employed full 
time in scheduled flying was about four 
per 1,000 years of exposure, in the four 
years ended with 1946. This was a 
slight improvement over the two pre- 
ceding four year periods, those ended in 
1945 and 1944. 

The big volume of uncertificated air- 
line flying that has sprung up in the last 
year or two escaped the strict airline 
regulation because of not operating on a 
schedule, though in routes flown, equip- 
ment, etc., they are often similar to the 
scheduled airlines. 


Difficult to Get Information 


It has been difficult to get information 
on their accident experience, but reports 
required by the Civil Aeronautics Ad- 
ministration for a sample period in 1946 
showed, on rough estimate, that with 
not more than 6% of the passenger 
mileage, these lines were responsible for 
50% as many deaths as the scheduled 
airlines, Mr. Hoskins said. These lines 
have been put under stricter regulation, 
and their experience should improve. 

Foreign flying experience in 1946, he 
said, showed that U. S. flag lines had a 
passenger fatality rate about equal to 
that of the principal international routes 
of other countries, and about three 
times that of domestic lines. However, 
the domestic rate was unusually good 
for the year, and one year’s experience 
is not enough for judgment. Figures 
for transoceanic flying were not avail- 
able for the war years, he said. 


Would Give Employer Voice 
in Unions’ Welfare Funds 
WASHINGTON — Employers’ con- 


tributions to union welfare funds would 
be prohibited under a Senate-adopted 
amendment to its labor regulatory bill 
unless employers have a voice equal to 
that of employes in administering the 
funds. This amendment, adopted 48 to 
90, is' expected to go to a joint con- 
ference committee of the two houses, 
with other Senate amendments, for ad- 
justment of differences. However, the 


House has passed a more drastic 
amendment against contributions to 


funds in administration of which a union 
has any voice whatever. 

The anti-welfare fund amendment 
provides that union funds jointly ad- 
ministered may be used only for paying 
for medical care, hospitalization, retire- 
ment pensions, death benefits, compen- 
sation for occupational disability, insur- 
ance to provide any of the foregoing. 
life, disability, sickness and accident in- 
surance. Benefits would be limited to 
employes, families and dependents. De- 
tailed provisions of the plan would 
have to be covered by a written con- 
tract between employer and union. 


Correction on Hancock 


In reporting the address of President 
Paul F. Clark of John Hancock Mutual 
in Chicago some weeks ago when he 
spoke to the agency force some mistakes 
were made in THE NATIONAL UNDER- 
writer. John Hancock Mutual is still 
on a 3% basis and it will not go on a 
244% basis until the new rate program 
change has become effective and then 
only, of course, for new business. 

Mr. Clark referred to its 34% busi- 
ness and said: 

“As of December 31, 1946 the sum of 
$45 million has been set aside as a 
major step in a program of revaluation 
of certain classes of ordinary and in- 
dustrial insurance policies under which 
the reserves are now based upon an 
interest rate of 3%4%. Such sum is in- 


cluded among the assigned liabilities 
a reserve for ultimate changes in poligy 
valuation standards. This reserve }y, 
been established coincident with hy 
discontinuance of the unassigned eg, 
tingency reserve of $30 million set » 
in 1945.” 

A mistake was made in giving thy 
John Hancock average interest yield gy 
investments. The average net interey 
earned on the total mean invested fung 
after deducting investment expense wy 
at the rate of 2.96% as compared with 
3% in 1945. 


Okla. Election May 28 


President Homer Jamison of the Ok 
lahoma Assn. of Life Underwriter 
has called a conference of state officiak 
including officers and delegates of log 
associations, for May 28 at Oklahom 
City to elect officers and discuss curren; 
problems. 

A luncheon meeting of the Oklahony 
City association is scheduled for the 
same day, to which those attending th 
state meeting have been invited, The 
luncheon speaker will be Grant L. Hil) 
vice-president and agency director 9 
Northwestern Mutual Life. 


Walker to Mutual Life 


Robert J. Walker, formerly with Mu 
tual Benefit Life, has joined Mutral 
Life as supervisor of field service. His 
duties will include creation and produ. 
tion of sales aids and supervision of field 
publications. He has been in insuranee 
since 1934 except for three years in the 
navy. He succeeds Fels Hecht, who js 
returning to the field. 





Regulatory Act in Okla. 


An accident and health regulatory bill, 
based on the measure drafted by the 
Health & Accident Underwriters Con. 
ference, was passed in the final days of 
the Oklahoma legislature. 





We do all right 


in our own home state; 
but we're always 
looking for good men, 
full or part time, 
anywhere. 


We've a lot of 
fertile, un-fenced-in 
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territory in Ohio, 
Minnesota, lowa and 


North Dakota. 


If wide-open spaces 
attract you, write 


National; 
Insurance Company, 


Madison |, Wisconsin 
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Lloyd Feder Heads 


Ohio Association 


Lloyd H. Feder, Reliance Life, Cleve- 
land, was elected president of the Ohio 
Assn. of Life Un- 
derwriters at its 
annual meeting at 
Columbus. Vice- 
presidents are W. 
T. Craig, Cincin- 
nati; C. E. Spencer, 
Toledo; : P. 
White, East Liver- 
pool; Robert K. 
Zimmer, Colum- 
bus, and William 
H. Goodwin, 
Marion. Homer 
Trantham is secre- 
tary-treasurer and 
Paul M. Smith, 
Columbus, is national committeeman. 
Cleveland was selected for the conven- 
tion next year. The convention followed 
a one-day sales congress put on by the 
Columbus Assn. 

Harry S. Stout, John Hancock, Day- 
ton, retiring president, announced that 
during his two-year term the association 
had gained 40% in membership, bring- 
ing the total to more than 3,200. Four 
new assOciations were organized and 
others are now being formed at New 
Philadelphia, Fostoria, Tiffin and Zanes- 
ville. 


Show “Harmony” Prevails 


As an innovation, to show that har- 
mony prevails among the life men of 
Ohio, President Stout at the closing 
luncheon called Judd C. Benson and 
L. B. Perin of Cincinnati and D. Miley 
Phipps and George H. Plante of Cleve- 
land to the platform and with the aid 
of President Stout they sang several 
selections. The new president was pre- 
sented a gavel in the form of a beer 
glass, which he will be expected to use 
to maintain order during his adminis- 
tration. 

At the luncheon which closed the two- 
day meeting Horace R. Smith of Pur- 
due University, discussed “Security for 
Millions.” He told of the possible mar- 
kets for life insurance and advocated 
research and investigation. 

Legislative matters were discussed at 
the meeting and several changes were 
made in the association’s code. 

B. F. Hadley, sales congress chair- 
man, presided at the morning session 
and Emmett W. Millholland, president 
of the Columbus association, at the 
luncheon. 


Wadsworth on Prospecting 


William L. Wadsworth, New England 
Mutual, Buffalo, said prospecting is a 
difficult job but he hopes it always will 
be difficult, because the day that pros- 
pecting becomes easy life men will re- 
ceive less compensation for their serv- 
ices and life insurance will be sold over 
the counter. He said they can afford 
to spend 50% of their time in prospect- 
ing or “preliminary selling.” Prospect- 


Lloyd H. Feder 











ing, he declared, is just as important a 
part of the selling technique as is the ac- 
tual presentation of an idea or plan to 
@ prospect. Without a prospecting plan, 
he life salesman is operating under a 
guess-work procedure, a guess-work 
that does not pay dividends. 

‘If a man does not know where he is 
Boing tomorrow,” Mr. Wadsworth de- 
lared, “he can only guess when to- 
Orrow comes.” 
George W. Stewart, Penn Mutual, 
Fittsburgh, said success in life insur- 
Rnce is almost impossible “unless you 
bre willing to work hard and unless you 
bre enthusiastic about your work.” He 
paid real success cannot be obtained on 
b> 40-hour week. The agent must get 
nformation and then “prescribe” a pol- 
cy that will meet his prospect’s needs; 
fe must program his client’s needs; he 
hould sell business insurance; he must 
hot overlook the clients’ wives and 
hildren. 

Dix Teachenor, Kansas City Life, 





Buyer Tells How to 
Reduce Paper Work 


NEW YORK-—Insurance people as 
well as buyers attending the insurance 
conference of the American Manage- 
ment Assn. here were interested in the 
discussion of reducing paper work in 
the insurance department which was 
given by P. H. Littlefield, treasurer of 
Canada Dry Ginger Ale, Inc., New 


ork. 

Mr. Littlefield pointed out that his 
company operates 15 division offices in 
the United States similar to subsidiaries 
in that all of the accounting and book- 
keeping is carried on at those points. 
There are some 3,500 people on the pay- 
roll. All forms of insurance are in- 
volved. Insurance policy and practice 
is determined by the home office. 

One example of decentralization re- 
lates to group insurance. “Our group 
insurance policy is dated 1925 and we 
have life insurance, disability, hospitali- 
zation for employes and for their de- 
pendents,” he said. “Although the claim 
work has always been handled in the 
field, new applications, changes, addi- 
tions and so forth were handled by the 
home office of the company. Effective 
April 1, all of the contacts with the in- 
surance company are handled directly by 
the 15 field divisions. The only time 
that the home office is involved is in 
the reconciliation of quarterly state- 
ments which cover company participa- 
tion in the premium and the loss expe- 
rience allowances. Whereas the extra 
handling of paper work used to keep 
one or two people busy in the home 
office all the time, the duplication of 
work between the home office and the 
divisions, has now beer. eliminated. 

As the result of those changes, the 
personnel of the department has been 
reduced from five individuals to one. 


Aetna Contributes $80,000 
to New Hartford Hospital 








HARTFORD—Aetna Life group has 
subscribed an additional $80,000 to the| 
building fund for the new Hartford | 
Hospital. In the original campaign for | 
$5 million, the Aetna companies con- 
tributed $130,000. The current drive is | 
attempting to raise a supplementary $3 | 
million. | 

Both the original subscription and the | 
latest were based on a formula for de- |} 
termining the hospital’s actual capital | 
investment in facilities needed for the | 
care of the companies’ home office em- | 
ployes and families. 








Kansas City, discussed “Time Control | 
and Work Methods.” He recommended } 
six interviews a day, especially for the 
younger agents. The older agents, he 
said, may not be able to make six inter- 
views a day because they spend more | 
time on larger cases and give more 
time to service work. He said the mat- 
ter of service can be overdone. The | 
ereater the number of interviews, he 
believes, the larger will be the volume 
of business. 

Morning solicitations are the most | 
profitable, he asserted, and if the agent’s | 
prospects are nroperly listed he will 
start the day with greater confidence. 

Rudolf Leitman, New York Life, De- 
troit, the luncheon speaker, who is a 
million dollar producer, said his aim 
was to debunk the million dollar man. 
He declared there is no magic in writ- 
ing $1 million and that all that is needed 
was hard work. He said the curiosity 
of the prospect should be aroused at 
once; that no one should try to sell 
policies but rather ideas as to what the 
policies in time will »roduce. The men- 
tion of taxes, he said, always wins the 
prompt attention of the prospect, as all 
men are interested in ways to eliminate 
or reduce taxes. “Keep your prospects 
young,” he advised, “and arrange your 
calls geographically so that no time may 
be wasted in going from one to an- 
other.” 

More than 400 attended the meeting. ! 
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‘PACIFIC MUTUAL? (5 


ont of the best! 





“There's a company with alert, progressive management 
personnel. I’ve been watching the fine job they’re doing in 
equipping the field with complete, flexible coverages against 
contingencies that deplete a man’s income. They’re certainly 
providing the right merchandise for underwriters—and they 
keep it up to date. They're alert to changing public needs, 
and right ‘up front’ when it comes to liberalizing underwriting 
to meet new conditions. 

“They're doing a grand job, too, in training field men— 
and keeping them trained, through advanced courses and 
seminars. As a result, Pacific Mutual underwriters give con- 
structive service to policyholders, and at the same time earn 
substantial incomes—’way above average. 

“This alert, field-minded type of management is reflected 
in 1946 figures that show big increases in every department 
of Pacific Mutual service—new busi- 
ness, insurance in force, premium in- 
come, and, most important, number 
of substantially successful field men. 

“That’s why, when you ask me 
about Pacific Mutuai, I say it’s one of 
the best!” 


PACIFIC MUTUAL 
LIFE INSURANCE COMPANY 


HOME OFFICE: LOS ANGELES, CALIFORNIA 
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Propose Four-Year 


Term in Michigan 


LANSING.—A long - anticipated bill 
to provide a specific four-year term for 
the insurance commissioner has been 
introduced in the Michigan legislature. 
The Michigan Assn. of Insurance 
Agents and other groups in the state 
have been advocating this for some 
time. The bill was introduced by Sen. 
Hamilton, Battle Creek agent and sen- 
ate insurance committee chairman, with 
Sens. Greene and Milliken as co-spons- 
ors. It was referred to the insurance 
committee and is regarded as certain to 
receive an early and favorable report. 

Commissioner Forbes already has 
served slightly more than four years 
and his record is cited as an argument 
for reasonably long tenure. He was 
first appointed by Gov. Kelly, the first 
governor to serve two consecutive terms 
for many years, and reappointed by Gov. 
Sigler, so he will probably serve six 
years. He now is Zone 4 chairman and 
holds important committee assignments 
in the National Assn. of Insurance 
Commissioners, whereas most of the 
previous Michigan commissioners had 


scarcely become acquainted with their 
fellow supervisors before they were dis- 
placed by a change of state administra- 
tion. 


A. P. Morton Appointed 
Asst. Actuary of Prudential 


A. P. Morton, who since 1926 has 
been with Manufacturers Life, has been 
elected assistant actuary of Prudential. 
He will be in the ordinary underwriting 
departmeit. Mr. Morton joined Manu- 
facturers Life as an actuarial student 
immediately after his graduation from 
Acadia University in 1926 and has al- 
ways been in underwriting and actuarial 
work. He was named assistant actuary 
in 1945. He has been active in the af- 
fairs of the Home Office Life Under 
writers Assn. and is now a vice--presi- 
dent. He has served on several com- 
mittees of the Actuaries Assn. of Can- 
ada, is an associate in the British Insti- 
tute of Actuaries and a fellow of the 
Actuarial Society of America. 





Paul T. Tobey, associate general agent 
of Penn Mutual Life at Wausau, Wis., 
has been elected district governor of the 
143rd district of Rotary International. 
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prestige-assuring size, 
growth are just a few of the qualities 
that must be combined to make a well- 
balanced life insurance institution. 


UIE 


THE COMPANY BACK OF THE CONTRACT 


E A BALANCE 


Barrine, fielding, 


pitching and a host of other qualities 
must be combined in correct proportion 
to make a well-balanced championship 


Teamwork and strength 


in all departments will always produce 
better results than over-strength in a few 
Diversification of contracts, 


uniform steady 


Fidelity is a well-bal- 


anced company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 








Push Expansion of 
Ohio Department 


COLUMBUS—Increased pay, change 
in title to commissioner and a four- 
year term for the Ohio insurance su- 
perintendent will be pushed in a pro- 
posed reorganization of the state insur- 
ance department, it was agreed at a 
conference of state officials here. Re- 
organization was part of Gov. Herbert’s 
campaign last fall and pending bills in 
the house and senate will be amended 
following this conference. 

Under the proposed changes, the com- 
missioner will be appointed by the gov- 
ernor with the approval of the senate for 
a four term beginning Mar. 1. The pres- 
ent term is two years. The director of 
commerce, under whose _ jurisdiction 
insurance will remain, will serve during 
any vacancy and the commissioner will 
appoint an assistant to handle fraternal 
insurance matters. The commissioner’s 
salary will be raised from $5,000 annu- 
ally to $7,500 in a general bill increas- 
ing state salaries. 


Pacific National Holds 
Convention at Sun Valley 


Pacific National Life held its annual 
convention at Sun Valley, Ida. The 
opening session featured an address of 
welcome by President Ray H. Peter- 
son, followed by Actuary Leroy W. 
Messinger on “The Guertin Law and 
How It Affects Panlaco.” A _ general 
discussion followed. The luncheon that 
day was under the direction of the 
Idaho agencies, with General Agent C. 
Gale Baker, Boise, im charge. Edward 
McMonigle, Idaho insurance director, 
spoke. 

Group Sessions Held 


Other morning meetings were divided 
into two group sessions, the Agents 
Club and a general agents’ session, with 
M. J. Peterson, Provo, president of the 
Panlaco Agents Assn., and Kenneth W. 
Cring, superintendent of agencies, 
presiding. 

The convention was brought to a 
close with a dinner dance, at which 
Wayne E. Hibbard, Portland, Oregon, 
manager was toastmaster. President 
Peterson spoke on “Our Company.” 

Doyle F. Child, Afton, unit manager 
for Wyoming, was elected president of 
the agents association and Ralph W. 
Evans, Butte, Montana state agent, was 
elected president of the General Agents 
Premier Million Dollar Club. 


Quarter Century Dinner 


MILWAUKEE—Fourteen new mem- 
bers of the Northwestern Mutual Quar- 
ter Century Club were presented 25- 
year service pins by President Edmund 
Fitzgerald at the club’s annual dinner. 
It now has 205 active members with 25 
or more years of service who are still 
employed, and 64 associate members 


| who qualified before being retired. The 


aggregate service of all members is 
9,531 years. The oldest active member 
is Joseph E. Birkhaeuser, company 
treasurer, with 53 years of service. Ed- 
win A, Busack is president, William R. 
Nethercut, Jr., vice-president; Margaret 
Young, secretary, and Albert Klein, 
treasurer. 

Speaker at the dinner was Marue Car- 
roll, Northwestern Mutual general agent 
at Oshkosh, Wis., who started in the 
home office as an office boy in 1900, 
spent some time in the Chicago general 
agency and since 1912 has been in Osh- 
kosh, where he became general agent 
in 1926. 


OK Group for Athletes 


A bill permitting school athletes in 
New Jersey to enjoy the benefits of 
group insurance has been passed by the 
legislature. 

The law permits school boards to 
place such insurance and covers 150 
schools where no previous protection 
has been offered. Less than 100 schools 





heretofore have provided group ingsy 
ance through the individual efforts 

the athletic associations, which arrange 
policies on their own initiative. Unde: 
the newly enacted law the premiung 
may be paid in full by the boards 9 
education from game receipts or th 
students may share the cost. 




















Witters Is Kansas City Speake 


Clarence C., Witters, claims manage 
at Kansas City for Continental (Cs 
ualty, was speaker at the May meeting 
of the Kansas City Assn. of A. & 
Underwriters. His subject was “Claim; 
Can Build Prestige for Our Businesg? 

The members decided to hold the ap. 
nual field day June 6. 





Bottens Heads C.L.U. Slate 


The New York City C.L.U. chaptey 
will vote on the following slate of off. 
ers ‘at the annual meeting June 1: 
President, L. E. Bottens, Teachers; ey. 
ecutive vice-president, G. H. Young 
State Mutual; public relations vice-pres. 
ident, H. A. Loewenheim, Home o 
N. Y.; educational vice-president, Solo. 
mon Huber, Home of N. Y.; secretary 
P. A. Quarto, John Hancock; treasurer 
V. J. Johntry, Guardian. 


Regionals for Minn. Mutual 


More than 400 men will attend fiye 
regional meetings to be held by Minne 
sota Mutual in May, at which there wij 
be three new pretested selling kits anj 
a review of present selling trends. Meet 
ings will be at Monterey, Mexico, May 
11-14; Roanoke, Va., May 14-17; High. 
land Park, IIl., May 18-21; Custer, 
S. D., May 21-24; Boyes Springs, Cal, 
May 26-29. 








The Special Libraries Assn. will hold 
its annual convention at the Hote 
Drake,’ Chicago, June 10-13. Nearly 
1,000 librarians are expected. 





Ground-Breakers 








First shovelful of earth to be turned 
for Prudential’s new $7 million buildin 
to be constructed to house its westem 
home office at Los Angeles is spaded by 
Carrol M. Shanks, president of Prudential, 
and Fletcher Bowron, mayor of Los At 
geles. Upon completion of the building 
Prudential will move its entire westerm 
operations to Los Angeles, 

Mayor Bowron presided at the exercis¢s 
and Vice-president Harry Volk, -who will 
have charge of the Pacific Coast home of 
fice activities when the building is com 
pleted, and Valentine Howell, vice-pres 
dent and actuary, alo were among tht 
honor guests. The building is being com 
structed on a two-block frontage of Le 
Angeles’ famous Wilshire boulevard. 
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Group Coverages 


nel ct Level Premium 





Actuary Outlines 
Attractions and 
Experience of Such Plans 


In the paper on “Group Insurance on 
Level Premium Plans” Dennis A. War- 
ters, executive vice-president of Bank- 
ers Life of Iowa, discussed before the 
Actuarial Society of America at its con- 
yention in New York, the principles in- 
volved in preparing” and offering such 
contracts, the selection of cases where 
such contracts will operate in a manner 
satisfactorily to both insurance company 
and employer, and the determination of 
appropriate premium rates and values. 

Development of group insurance on 
level premium plans was the natural 
outcome of popular appreciation of the 
varied benefits offered by individual 
policies customarily issued on level 
premium plans, and Mr. Warters laid 
particular stress on the desire of em- 
ployes to build up values under group 
insurance which would be available to 
them on loss of employment, coupled 
with the desire of many employers to 
pay up during the employe’s active serv- 
ice all or part of his group insurance. 


Most Popular Plans 


While such group insurance is offered 
on several level premium plans, he said, 
most popular are whole life, whole life 
paid-up at age 65 and, for pension pur- 
poses, income endowment plans. Each 
such charge is calculated by summing 
level premium charges for each amount 
of insurance involved. Each such charge 
is based on the employe’s age on the 
date on which that amount of insurance 
becomes effective, and reserves accum- 
ulated are comparable to those under in- 
dividual policies. 

The contracts offer group underwrit+ 
ing administration on the group prin- 
ciple. The contracts customarily provide 
that, when employment ceases, the em- 
ploye is entitled to a reduced amount 
of paid-up insurance, plus a conversion 
privilege designed to permit continua- 
tion of the difference between the amount 
of group insurance in force at date 
of termination of employment and the 
amount of reduced paid-up insurance. 
Paid up insurance is generally with- 
out cash value jn so far as it arises from 
money contributed by the employer as 
premiums, since cash payments would 
defeat the purpose of group insurance. 


Close Cooperation Needed 


Mr. Warters pointed out that a group 
permanent contract requires close co- 
operation between the employer and the 
company during its entire lifetime. 
Furthermore, it involves payment of 
relatively large sums in premiums and, 
consequently, great care should be taken 
to select properly the situations in which 
it can operate successfully, both from 
the standpoint of the employer and the 
insurance company. 

In enumerating the essential charac- 
teristics of a group to which group 
permanent insurance is best fitted, Mr. 
Warters mentioned the following points: 
The average employment should be of 
long standing duration and the rate of 
labor turnover low, thus reducing the 
number of small termination equities to 
be handled; the earnings of the business 
should be steady; the premium obliga- 
tions should not represent too large a 
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Proportion of the employers’ available 
net income; the business should be well 
established, and the number of persons 
to be covered and the amounts involved 
must be adequate to justify the ex- 
penses to be incurred in preparing the 
contract. 

Mortality under these contracts will 


probably differ from the experience un- 
der either group term contracts or in- 
dividual policies because of the differ- 
ences in the provisions of the contracts, 





he stated. It is expected to follow ap- 
proximately the experience on so-called 


nonhazardous groups insured under 
group term policies. In concluding, 
Mr. Warsters stressed the need for 


conservative assumptions in calculating 
premiums and values and paying special 
attention to the factor of annuitants’ 
mortality involved in determining pre- 


miums for income endowment con- 
tracts. 
New Okla. Tax Law Signed 


OKLAHOMA CITY—The governor 
signed a bill passed by the legislature to 
clear the fog surrounding the 4% pre- 
mium tax. The new law establishes the 
closing of each calendar year as due 
date for payment of the tax, and pro- 
vides that taxes already collected by the 
insurance department for the 1947 li- 
cense year may be applied on any out- 
standing unpaid taxes. 

Collections for the 1947 levy are al- 
ready $700,000 in excess of the total of 
the amount needed to retire the 1944 un- 
paid obligation created by the 1945 leg- 
islature when it made the premium tax 
payable at the beginning of each year 
instead of at the end of the year. 


N. E. Mutual 15th Seminar 


The 15th seminar of New England 
Mutual’s post-war educational program 
will open May 19 at the home office 
under the direction of Homer C. Chaney, 
director of agencies. Attendance is lim- 
ited to 25 new agents who have satis- 
fied all requirements for this 10-day 
training course. Twenty of the com- 
pany’s 71 general agencies will be 
represented. 





Twin City Joint Meeting. 


A joint meeting of St. Paul and Min- 
neapolis general agents and managers 
was held at Minneapolis. During the 
afternoon there was a round table dis- 
cussion on “Agency Problems and 
Their Answers.” This was followed by 
a cocktail hour sponsored by North 
American Life & Casualty and a dinner 
at which Osborne Bethea, Penn Mutual, 
New York City, spoke. 





Moore Talks at Lansing 


Russell H. Moore, recently appointed 
regional manager for western Michigan 
of the Raleigh Stotz agency of Mutual 
Benefit Life ‘at Grand Rapids, told the 
Lansing Life Managers & General 
Agents Assn. of methods of training and 
retraining recently inaugurated by the 
Stotz agency which helped it to lead all 
agencies of the Mutual Benefit in pro- 
duction the first quarter of 1947. 





To Vote on Union 


WASHINGTON — An election has 
‘been directed by the national labor re- 
lations board to be held among licensed 
agents at Baltimore Life’s Philadelphia 
district office to determine whether they 
desire to be represented by the C. I. O. 


RECORDS — 


MANHATTAN LIFE—Exceeded presi- 
dent’s month quota of $6 million with 
April examined business of $6,442,094 on 
1,066 applications. Clarence Spencer, 
general agent in Trenton, led in volume 
and number of applications. 


EQUITABLE OF IA.—April business 
$10,527,892. Paid business for year to 
date is $39,776,700. Life insurance in 
force increased to $862,025,289, an in- 
crease of $84,986,306 over a year ago. 

FRANKLIN LIFE—Sales for the first 
four months were $48,223,000. Assets ex- 
panded to $97 million, and insurance in 
force passed $470 million, 

CAPITOL LIFE—Gain of 18.86% in 
paid for ordinary. Insurance in force as 
of May 1 was $109,348,607. 

NATIONAL LIFE, VT.—April produc- 
tion resulted in another “plus” month, 
bringing the total of consecutive “plus” 
months to 50. New production amounted 
to $11,567,654, an increase of 22.29%. The 
total production for the year to date is 
$43,139,896, as compared with $33,914,783 
in the corresponding period last year. 











or the A. F. L. for collective bargaining, 
or by neither. Excluded from those to 
vote are staff superintendents, managers 
and supervisory employes. The board 
said the A. F. L. organization has been 
bargaining agent of the Philadelphia 
agents since 1938 and it does not find 
that, as alleged by the C. I. O. the 
A. F. L. is defunct at the Philadelphia 
office. It was therefore decided to in- 
clude both unions as contestants in the 
election. 


Roy L. Davis to Speak 


Roy L. Davis, western manager of 
the Assn. of Casualty & Surety Execu- 
tives, will speak before the insurance 
membership group of the Union League 
Club. of that city May 23. He will point 
out the insurance legislative trends of the 
year. During the legislative season, Mr. 
Davis is constantly in touch with legis- 
lators in the various states. He watches 
not only legislation affecting casualty and 
surety interests, but fire and life insur- 
ance as well. He will give particular 
attention to the legislative situation in 
Illinois. 


Bossert to Speak in N. Y. 


Henry J. Bossert, Jr., assistant man- 
ager of agencies of Provident Life, will 
discuss agency costs and expenses in a 
talk before the Life Managers of 
Greater New York at a luncheon meet- 
ing at the Hotel Pennsylvania May 27. 









with a subtle difference: 
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ENOUGH? 


You say you have “enough life insurance,’ Mr. Prospect? 
Let me ask you this: would you ever say that you have 
“enough” in your bank account? 
what a life insurance plan is—a means of saving—but 


When a man sets out to save in a conventional manner, 
he determines to put aside a certain amount at certain 
frequencies, and eventually to accumulate a predeter- 
mined sum at the end of a given length of time. And 
when half that time has elapsed he will have saved half 
the sum which is his goal, if he has been faithful to his 
plan. But if death overtakes him at that point, his plan 
can go no further than he has brought it. 


If, however, the same savings plan was cast in the form 
of life insurance, the goal was within reach the day it 
was begun. This is the difference between life insurance 
and other savings plans—the difference between assured 
success and probable failure along the way. 


30, 1947 — $320,137,304 


INSURANCE COMPANY 


MORTON BOYD, President 


Staff 
of Conn. Course 


Bruce McEuen, educational director 
State Reserve Life of Fort Worth, has 
been named assistant director of the 
life marketing course at the Univer- 
sity of Connecticut. Mr. McEuen will 
join the staff in time for the opening 
class at New London June 9. Enroll- 
ments for the Connecticut school are 
being accepted now. 

A graduate of the University of Ken- 
tucky in 1941, Mr. McEuen served in 
the army from 1941 until 1946 in train- 
ing and supervision positions. He was 
director of the officers candidate school 
for the quartermaster department. 

He joined the State Reserve Life as 
educational director in February. 

Daniel P. Cahill, Mr. McPherson’s 
assistant at T.C.U., will also join the 
Connecticut staff. 





The annual meeting of the Bureau of 
Personal Accident & Health Under- 
writers will be held at Lake Morey Inn, 
Fairlee, Vt., Sept. 8-10. 

Features of the meeting in addition to 
the important business sessions will be 
the underwriting forum and_ several 
prominent speakers. Leland M. Willson 
of Century Indemnity is chairman for 
the meeting. 
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Pa. Housing Bills Signed 
After Legislative Fight 

Legislation permitting Pennsylvania 
life companies to invest up to 10% of 
their admitted assets in commercial, in- 
dustrial or residential housing projects 
has been signed by Governor Duff. 

The governor also signed a compan- 
ion measure authorizing out-of-state 
companies to enter into agreements with 
Pennsylvania companies to “participate 
in ownership, management and control 
of real estate’ held by the domestic 
companies. 

Sponsored by Sen. George N. Wade, 
Ohio National general agent at Harris- 
burg, the housing legislation overrode 
considerable opposition in both houses 
before final passage. 

Governor Duff approved the bills, 
which are effective immediately as new 
laws, without comment. 


Jefferson Standard Passes 
$700 Million Mark in Force 


Jefferson Standard has passed the 
$700 million mark. Only 14 months 
were required to make the last $100,- 
000,000 gain, whereas the preceding 
$100,000,000 gain was made in 26% 
months. 





Rader V.-P. of Spencer & Associates 


John H. Rader has been named vice- 
president of Charles D. Spencer & As- 
sociates. He will have his headquarters 
at 166 West Jackson boulevard, Chicago. 

Mr. Rader was formerly manager of 
field service for Ohio National Life. 
Before that he was unit manager with 
the Northwestern National Life in Cin- 
cinnati, following some 20 years as 
statistical editor of THE NATIONAL 
UNDERWRITER Co. 








ance policies.” 


people of his community. 
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SELLING 
HAPPINESS 


The Beneficial Underwriter sells more than “insur- 
He sells a future of happiness and 
peace of mind. He sells economic security to those 
who are willing to plan for the future happiness of 
themselves and their loved ones. ¢ 


If the breadwinner is taken away, an income 
is provided for the family. Mother and the 
children will not go hungry or be deprived 
of their home . .. Elderly men and women 
enjoy freedom from money worries during 
their sunset years . . . Young men and 
women are assured of their college training. 


The Beneficial Underwriter is a Benefactor to the 






GEORGE ALBERT SMITH, President 
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ING OUT— 


As a result of the progress Postal Life & Casualty 


has made, we can 


offer real opportunities 


for men who are looking for a chance to 
develop their own agencies. 











Kansas Assn. Holds 
First Two-Day Meet 


The Kansas Assn. of Life Underwrit- 
ers is holding its first two-day annual 
meeting and sales congress this week at 
Topeka, with the Topeka association as 
host. In addition to the business meet- 
ing on the opening day, the program 
this year includes a session of the new 
leaders round table, whose membership 
is open to quarter-million producers, 
and a C. L. U. breakfast. General 
agents and managers were guests of 
the Topeka companies at a social hour 
starting at 5:45 p.m. followed by a din- 
ner meeting with P. C. Kaul, general 
agent Connecticut Mutual, Omaha, as 
speaker. 

The sales congress will take up all of 
Friday. First Vice-president L. : 
Smith, who is field assistant of Equit- 
able Society, Topeka, will preside. 
Speakers will be Mrs. Minna Hensley, 
Franklin Life, Salina, C. S. Bray, dis- 
trict manager Victory Life, Topeka, C. 
D. Maier, Wichita, and Glen Drake of 
the Glen Drake school, Chicago. The 
luncheon speaker is L. E. Throgmorton, 
Shreveport, general agent of Aetna Life, 
who will talk on “Laughter Makes the 
Load Lighter.” Closing the program is 
A. R. Jaqua, Southern Methodist Uni- 
versity. 


Philadelphia Life Va. Rally 


The Philadelphia Life held another 
of a series of meetings at Richmond, 
Va., May 15, with an attendance of 35 
Virginia general agents and agents. 

Agency and company problems were 
discussed in open forum followed by a 
formal reception and dinner in honor of 
President William Elliott. 

Speaker was Commissioner of Rev- 
enue E. Glenn Jordan of Virginia. Bert 
Balch, superintendent of agencies, also 
was on hand. 


Old Line Rally June 26-28 


Old Line Life of Milwaukee will hold 
its annual agents’ convention at the 
Edgewater Beach hotel, Chicago, June 
26-28. Leading producers who qualify 
for the Star Leader Club will be hon- 
ored at a banquet the first evening. 
With a larger number of agents qualify- 
ing, this year’s convention will be one 
of the largest ever held. 


Central Life’s Coast School 


E. H. Mulock, president of Central 
Life of Des Moines, has left for the 
west coast to attend a training school 
at Wenatchee, Wash. for 16 new and 
veteran agents. The school will be con- 
ducted by Francis L- Merritt, vice- 
president and director of agents. 

Others who will take part will be 
W. H. Fones, home office supervisor, 
and R. V. Cummins, western supervisor 
in charge of Washington and Oregon. 


Speed Texas City Payments 


MILWAUKEE—Prompt payment of 
all claims involving members of credit 
unions who were victims of the Texas 
City disaster was authorized by Cuna 
Mutual directors. It is an affiliate of 
the Credit Union National Assn. There 
are four credit unions in Texas City, 
including one at the devastated Mon- 
santo Chemical plant. Because of the 
magnitude of the disaster, local man- 
agement at Texas City will have full 
authority to make all payments for the 
insurer. 


Oklahoma Bills Passed 


The Oklahoma legislature passed a 
bill permitting a guardian in charge of 
an estate for minors in the state to in- 
vest funds in single premium life en- 
dowment insurance and in annuities. 

A measure also was passed clarifying 
the inheritance tax law and providing 
that insurance companies shall report to 
the state tax commission all death claims 
in excess of $2,500, 











Occidental Group Parley _ 
Scheduled for Chicago 


‘A three-day regional conference g 
about 25 salaried representatives of 
group department of Occidental Life jy 
the east and middle west will be h 
at the Edgewater Beach Hotel, Chica 
May 18-21. Home office executives why 
will take part in the conference inclu 
Vice-president George V. Shipley, P. y 
Anderson, assistant vice-president jj 
charge of the group department; Lee i 
Dougherty, chairman of the advis 
council; Raymond H. Belknap, direct, 
of agencies; H. R. A. McCorkle, assis. 
ant actuary; J. A. O’Connor, assistay 
controller; E. S. Jensen, group superig. 
tendent; Don L. Hartman, assistay 
group superintendent, and E. H. Cam. 
eron, home office representative. 

A similar meeting for the western 
states will be held at Los Angeles Jun 
22-25. 


Has Full Charge of Field 


W. J. Williams, field vice-president 
of Western & Southern Life, has beep 
elected vice-president in charge of the 
field and henceforth will be responsibk 
for all field activities. Mr. Williams 
joined the company following his grady. 
ation from Georgetown University and 
served in the air corps during the war, 





Five Travelers Field Change 


Five changes and appointments haye 
been made by Travelers. 

Robert G. Hamilton, assistant man. 
ager at Ottawa has been appointed map- 
ager there. Charles T. Janney, assistant 
supervisor at San Francisco, has been 
transferred to Oakland in the same c 
pacity. ’ 

Alfred F. Lilienfeld and Edwin L, 
Voss have been appointed field assist. 
ants at Reading and Peoria respectively, 

Winfield S. Scovell, field assistant at 
Hartford, has been transferred to San 
Francisco. 


N. W. Mutual Okla. Rally 


Several home office representatives 
are scheduled to attend a meeting of 
the Oklahoma agency of Northwestem 
Mutual Life May 27-28, including Grant 
L. Hill, vice-president and director of 
agencies; L. J. Evans, assistant director 
of agencies, and Harold Gardner, eduta- 
tional director. The conference will 
conclude with an agency dinner. 


Van Winkle Shifts Two 

Kellogg Van Winkle, Los Angeles 
manager of Equitable Society, has trans- 
ferred District Manager Wayne Ham- 
mond from Santa Ana to be in charge 
of the Hollywood district office. Assist- 
ant Manager Earnest Christen has been 
promoted to manager at Santa Ana, 
serving Orange county. 








Lincoln in San Francisco 


Leroy A. Lincoln, president of Met- 
ropolitan Life, addressed a joint lunch 
eon meeting of the San Francisco 
Chamber of Commerce and San Fram 
cisco Commercial Club on “Research it 
Industry,” before an audience of several 
hundred. 


R. I. Union Secedes 


Rhode Island members of the Indus 
trial Insurance Agents Union, CIO, have 
voted to secede from the United Office 













& Professional Workers, Local 36, Two 
national organization representatives 
were ejected before the vote was taken. 
A resolution charges that the national 
leadership of UOPWA is _ pro-Com 
munistic, 


William A. Atherton of the Minneap- 
olis office of North American Life 
Casualty wound up the month of April 
with a clean sweep in all departments) 
He was a leading life producer with 
$80,000, leading premium producer, and 
recipient of 261 items of groceries i 
the company’s grocery contest. 
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Actuarial Society New York Rally 
Draws Record Attendance | 


(CONTINUED FROM PAGE 


1) 





jng the past year 18 actuaries have 
qualified as fellows and 44 as associ- 
ates, a large number, many of them 
veterans. Secretary Walter Klem, Mu- 
tual Life of New York, reported that 
752 have registered to take part in one of 
the examinations of the society and in- 
stitute this June. This is a record num- 
ber. The joint meeting of the society 
with the institute will be held Oct. 1-3 
at the Chateau Frontenac, Quebec, Mr. 
Klem reported. O. W. Perrin, retired 
associate actuary of Penn Mutual, pre- 
sented the treasurer’s report. 


FORMAL PAPERS 


“Premium Interpolation” was the 
subject of a paper by Henry S. Beers, 
vice-president of Aetna Life. In life 
company Offices it sometimes happens 
that a table of premium rates has been 
carefully determined for every fifth or 
tenth age but it is desired to fill in the 
rates for intermediate ages by approxi- 
mation instead of by exact calculation. 
The paper presents a formula for do- 
ing this that differs somewhat from the 
formulas previously known. The claim 
is made by the author that the new 
formula improves the reliability of the 
results with no increase, but sometimes 
a decrease, in the time required to per- 
form the operations. 

A technical paper on “The Evolu- 
tion of Exposure Formulae” was pre- 
pared by E. Olifiers of Rio de Janiero, 
Brazil, and will be published in the pro- 
ceedings. 


Annuities and Decreasing Mortality 


In discussing a paper on “Annuity 
Premiums and Reserves Based on an 
Assumption of Decreasing Mortality” 
presented by W. A. Jenkins, vice-presi- 
dent and actuary of Teachers Insurance 
& Annuity, at last November’s meeting, 
E. G. Fassel, chief actuary of North- 
western Mutual Life, said he believed 
that improvement in mortality was in- 
herent in the nature of the annuity busi- 
ness and the time had now come to 
base reserves and premiums on a table 
which would embody some forecast of 
this future improvement in mortality. 
He suggested that if such a table were 
adopted, however, the -society’s joint 
committee on mortality might make a 
periodic check to reestablish the suita- 
bility of the table for premium pur- 
poses. 

In discussing the same paper, W. J. 
November, associate actuary of Equit- 
able Society, mentioned that the settle- 
ment option report recently completed 
by the joint committee on mortality es- 
tablished fairly clearly that in the set- 
tlement option and deferred annuity 
fields, elections made by persons who 
will receive the income, result in lower 
mortality than elections made by an- 
other person. There are indications also 
that within the former class, persons 
who reach retirement age and then 
choose to receive a life income instead 
of a single sum may well be subject to 
higher mortality than beneficiaries who 
make an election at the time death pro- 
ceeds become available to them. This 
last group, consisting for the most part 
of women, appear to have achieved the 
most success in the self-determination 
of which lives are likely to benefit most 
from the election of a life income. 
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Knowledge Is Improved 


While there is much yet to be learned, 
Present knowledge of settlement option 
mortality is greatly improved over the 
information available a decade or so 
ago. That new knowledge is gradually 
being reflected in distinctions between 
Payee and non-payee elections now ap- 
pearing in company policy forms. 

, R.A. Hohaus, actuary of Metropol- 
itan Life, while concurring on the desir- 
ability of making proper allowance for 


future improvement in mortality, was 
of the opinion that practical means of 
accomplishing that end need further 
study. Two topics not covered by the 
paper which need exploration from the 
standpoint of group annuities are the 
problem of deferred annuities with a 
mortality element included during the 
period of deferment paralleling the dis- 
cussion in the paper for deferred annu- 
ities with only an interest accumulation 
factor during deferment, and the prob- 
lem of valuation and other administra- 
tion questions involved in attempting to 
use the approach for mass operations 
required in group annuities together 
with the practical procedures, if any, 
which could be used to solve these 
problems, 


Overhead.and Unit Costs 


In discussing the paper “Overhead 
and Unit Costs,” by Manuel Gelles, J. E. 
Hoskins, associate actuary of Travelers, 
warned that there may be a temptation 
in a time of slack production to intro- 
duce a new plan at relatively reduced 
rates on the ground that the actual in- 
crement of expense is small. While the 
latter may be true at the outset, he 
questioned whether it would be feasible 
to raise the rates for the new plan if 
at a later time it becomes a major fac- 
tor in production. There is some argu- 
ment that a new plan should be scruti- 
nized more carefully than existing plans 
as to the adequacy of its loading. As 
to an existing plan the agency force 
and to some extent the public have a 
vested interest so that the company 1s 
perhaps morally bound to continue its 
issuance even when competitive condi- 
tions interfere with getting an ade- 
quate rate. However, there would seem 
little ground for introducing a new plan 
unless it will pay its own way. 

E. A. Low, assistant actuary, Metro- 
politan Life, and Irving Rosenthal, as- 
sociate actuary of Guardian Life, also 
discussed Mr. Gelles’ paper. 

The paper by Kermit Lang, entitled 
“Simplifying the Valuation of Annui- 
ties Certain and Installment Refund 
Annuity by Assuming Continuous Pay- 
ments” was discussed by W. M. Rae, 
group secretary and actuary of Bankers 
Life of Iowa, and W. H. Kelton, as- 
sistant actuary of Travelers. The for- 
mer stated the method of valuation had 
been found very practical in actual op- 
eration in his company and the latter 
pointed out the flexibility of the method 
in connection with unusual types of 
supplementary contracts. 


Exposure Sampling 


A technical paper entitled “Observa- 
tions on Exposure Sampling Proce- 
dures,” by R. P. Coates and D. D. Cody, 
assistant actuaries of Equitable Soci- 
ety, was discussed by George C. Camp- 
bell and Gordon Shellard of Metropol- 
itan Life and Chalmers L. Weaver, 
assistant actuary of New England Mu- 
tual. The latter emphasized the desir- 
ability of making full use of modern 
statistical procedures in connection with 
practical actuarial problems. 

In discussing “An Actuarial Note: 
On Testing the Significance of Mor- 
tality Ratios by the use of Chi-Square,” 
G. C. Campbell of Metropolitan sug- 
gested that statistical sampling could 
eliminate expense in valuing small an- 
nual statement liability items now han- 
dled by exact and expensive bookkeep- 
ing methods. He pointed out that a 
Statistical estimate for a non-ledger 
item should be allowable for annual 
statement purposes if it satisfies the 
conditions that (1) the deviation from 
the true value is relatively small com- 
pared with the surplus earnings of a 
single year; (2) the deviation is as 
likely to be over.as under the true value; 
and (3) the estimate does not appear 
ridiculous by deviating from the true 
value by a very large percentage of the 





true value. Technical discussions of this 
paper were presented by Dr. T. N. E. 
Greville of the United States Public 
Health Service and Chalmers L. 
Weaver. 


INFORMAL DISCUSSION 


Actuaries were much impressed by the 
discussion of R. A. Hohaus of Metro- 
politan Life of the lessons learned from 
the Texas City disaster in underwriting 
and servicing group lines. Mr. Hohaus 
described the experience of Metropol- 
itan in connection with its losses on 
Monsanto employes, and the conclu- 
sions that the company has reached as 
a result of its experience there. It was 
a last-minute addition to the questions 
for informal discussion, and it made a 
big hit. 

Arthur Coburn of Southwestern Life 








commented that he had just returned 
from Texas City. One of the major 
problems was the difficulty of identi- 
fying the dead, and “the life insurance 
industry has so handled the Texas City 
claims that its previous prestige has 
been enormously improved,” he said. 
He praised the good work of the Gal- 
veston Assn, of Life Underwriters at 
Texas City. 


State Rules on Calculations 


A considerable number of companies 
are submitting policies to the various 
states which describe the method of 
calculating nonforfeiture benefits by re- 
ferring to the standard nonforfeiture 
value method, A. N. Guertin, American 
Life Convention, stated. 

In one or two states, Mr. Guertin in- 
dicated, qualifications to this description 
are required which may break the 

(CONTINUED ON PAGE 15) 
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Chicago Meeting Adds Impetus to National Managers Assn. 


(CONTINUED FROM PAGE 1) 





more training in the agency, because 
some of the mechanical work was al- 
ready set up. The Mutual Life training 
program divides the year into three 
four month periods. Mr. Persons said 
he has found this a terrific advantage 
in that it gives a little more time to 
spend in recruiting and knowing the 
man better. Also, it is easier to train 
two or three men at a time than it is 
to train a single man and it makes the 
recruiting job specific. 


Keeps Training Prompt 


Mr. Persons said that under this 
training program a new man always 
starts on a Monday morning. For the 
next two weeks he is in the agency 
undergoing basic training, during which 
time he does not make any calls, but 
is constantly in session. The schedule is 
run on a 50 minute basis with 10 min- 
ute intermissions and is prompt to the 


second. It is his theory that a sloppy 
training period produces inefficient 
agents. 

After the new man completes the first 
two weeks he goes into the field. A part 
of the two weeks training period is the 
preparation of a schedule of where he 
is to go the first few days. The assistant 
manager goes into the field with him 
and stays with him until he feels the 
new man has hit a satisfactory work 
pattern. During the next four weeks the 
man is to complete a lesson a week in 
the basic training course. He also is on 
a definite schedule whereby he knows he 
must submit a report of his activities 
at the end of each week. This comes as 
a result of his having planned what he is 
going to do and then carrying out the 
plan. The speaker emphasized that this 
is not primarily a recording system, but 
rather a planning system. 

Each new man has a production re- 
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We are proud to have served 
a half century in an industry 
so closely related to human 
welfare. 

As we look forward to con- 
tinued growth and progress, 
SERVICE will always play a 


major role in our activities. 


quirement of $10,000 on eight lives dur- 
ing the first few weeks he is in busi- 
ness. At the end of four months, he is 
sent at company expense to a five day 
training school run by home office per- 
sonnel in a hotel away from the home 
office. There he spends five days in a 
hotel in classes of home office training 
which enables him to get on a definite 
schedule. The purpose of these schools 
is to reward and train, but probably the 
greatest benefit is the association with 
12 or 15 other new agents from other 
parts of the country with the advantage 
of a liberal exchange of ideas. As he 
comes back from this school, he im- 
mediately steps into a more advanced 
course which is built around the D.L.B. 
Agents Service. He continues with the 
planning system and attends six more 
schools, the whole training interval be- 
ing three years. 

He said that only recently-they have 
begun to incorporate some of the estab- 
lished men in the program, but he said 
that this is a very important point. 
Everyone in the agency has been in- 
vited into the training program, but no 
effort is made to force anyone to get into 
the schedule, providing he is doing a sat- 
isfactory job, not measured in volume 
alone. There are several men who are 
doing exceptionally good jobs and it 
would be a mistake to try to retrain 
them, he said. 


Hartshorn Presents Company View 


The ultimate judging of the institution 
of life insurance will’ be made on its 
salesmen’s service and not upon its fi- 
nances and therefore the home office 
must accept the responsibility of training 
the trainer, although the general agent 
or manager would do most of the train- 
ing, Wilbur W. Hartshorn, superinten- 
dent of agencies, Metropolitan, declared. 
This speaker was substituting for John 
S. Ray, assistant vice-president in field 
management of Metropolitan. 

“The viewpoint of a home office 
towards training depends upon its be- 
lief in such training. If the home of- 
fice sincerely believes, it pursues an in- 
telligent, aggressive program and _ is 
willing to spend money to accomplish 
the goal. On the other hand, if the belief 
is merely academic, its training nro- 
gram, if it has one, is fuzzy and indis- 
tinct, and there is a decided unwilling- 
ness to assume financial responsibility,” 
Mr. Hartshorn said. 

It is the company’s responsibility to 
advice about company policy and prac- 
tice, about latest developments in life 
insurance and about new and better 
ways to merchandise. It is also the re- 
sponsibility of the home office to see 
that the manager is well informed and 
capable in instruction and training. It 
is the right of the general agent or man- 
ager to expect the home office to recog- 
nize such a responsibility, for there are 
no responsibilities without correspond- 
ing rights. 


Treats Responsibilities to Public 


Paul Speicher, R. & R. Service, de- 
viated from his topic, “Human Relations 
in Agency Building’ to comment upon 
how necessary it is to have a stronger 
general agents and managers organiza- 
tion of the sort contemplated to place 
proper emphasis on the manager as the 
key man in the life insurance picture. 
He charged the new general agents and 
managers organization with the respon- 
sibility to make sure that companies do 
not fall back into the unethical practices 
to which they will be attached when 
business is again hard to- get. He 
charged them also to take the lead in 
justifying the agency system and free 
enterprise. He advised creation of a com- 
mittee on stewardship to carry such 
messages to the public. 

Mr. Speicher said that right pres- 
sures are needed to make good sales- 
men. First of these is financial pressure. 
The agent cannot be subsidized to the 


point where this is lacking. 

The second pressure is the excitement 
of setting up a goal and making jt 
There is also the excitement of being og 





a winning team. He said several map. 
agers have instilled the winning teap 
spirit in their agents, so that these me, 
were working as much to see the sale 
graph rise as to earn the money. 
Another necessary excitement is ¢ 
of new sales ideas. He cited as exampk 
that of the agent who realized that part. 
nership insurance is a natural for the 
number of farms which are run % 





H. W. Persons W. W. Hartshorn 


father-son enterprises. The final excite. 
ment he said is that of being a special. 
ist. He said life insurance has become 
so broad that specialists in definite lines 
are necessary. The man who makes 
himself a specialist can learn almost all 
there is to know about one particular 
branch whereas he could not be so well 
versed in all kinds of life insurance. By 
channeling his sales activities into one 
line his experience and _ confidence 
make him unbeatable. 


TWO-MAN SEMINAR 


In the two-man seminar Judd C. Ben- 
son, manager home office agency of 
Union Central, particularly stressed mo- 
rale factors. He said the agent needs the 
feeling of well-being, of being success- 
ful. He drew the distinction between 
this and actual success, pointing out a 
man may be conscious of doing a good 
job even though he may have failed to 
make a sale. On the other hand, it i 
pretty difficult to get a man who feels 
he is making a failure out of his inter- 
views to have six failures a day. 

Because of this, it is necessary to 
build up the agent as an artist who loves 
his work. The manager’s success will 
depend on how good an artist he is 
able to make out of the agent. For 
agents who are muddled up in their 
thinking about life insurance he sug- 
gested having them get to work early in 
the morning «and read for 30 minutes 
something constructive and inspirational 
on the life insurance business so as to 
wash out of their minds all their trials 
and tribulations. 

A third essential is to keep the pros- 
pect bin full. Mr. Benson said in 10 
years he had never seen an agent who 








‘had 10 good prospects who also had 


low morale and he never saw an agent 
who was without prospects who had 4 
good opinion of the life insurance busi- 
ness. Hence, the manager must see that 
the agent has at least 10 good pros- 
pects, people he believes he can sell, all 
the time. 


Visiting Kills Morale 


One of the worse destroyers of morale 
is for agents to visit with each other. 
He has in his agency a sign saying that 
regular visiting hours are from 7:30 to 
8 a. m. and 5:30 to 6 p. m. The agents 
get the point—visiting is not important 
enough to warrant arriving early of 
staying late. 

A man’s morale is good, Mr. Benson 
said, when he stands squarely on his 
own feet. If he says, “If it wasn’t for 
my general agent I don’t know what I'd 
do,” that man is in a bad fix. The agent 
should look on his manager as one who 
will help him when he needs help but 
not as one on whom he is dependent. 

Among Mr. Benson’s management 
principles are that every contract must 
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be the same, every agent has access to 












akin every prospect in the city, leads are 
bein’ ti given out impartially as between old 
cal oe and new agents, Office locations are re- 
ie — shuffled each year, the choice being based 
hens Cam on paid premiums, only one agency meet- 
the a ing is held each month and lasts half 

© Sales 4 day, Clinics for information and train- 
“Y" ing of new men are held and quotas and 
it 48 that records are based on commissions 
hate earned, not on volume, and there is an 
rat Part. committee for hearing griev- 


agency c¢ 
ances, which don’t come to Mr. Benson 


for action unless they cannot be handled 
by the committee. 


Recruiting Requirements 


Discussing recruiting, Mr. Benson said 
there are three basic requirements — a 
philosophy, the allocation of time, and a 
plan. As to selection principles, Mr. 
Benson said it is better to take a month 
to hire a good man than to spend _ the 
rest of your life with a poor one. It is 
almost impossible to pay a good man 
too much but anything you pay a poor 
one is lost. It is a mistake to sell the 
business to a prospective agent. _The 
manager should present the business 
and then let the new man decide whether 


| for the 
Tun a 





artshorn 


1 excite | he wants to enter it or not. | ; 
special- “Don’t buy a horse with a limp,” said 
become # Mr. Benson, that is, don’t take a man 

ite lines J on about whom you have reservations. 

. makes! Finally, don’t take the incentive out of 
most al! § compensation. The man who does an 
articular @ unusually good job should feel that it 
so well f is worth his while financially. 
ince, By Taking up the characteristics to seek 
nto one} in a new man, Mr. Benson said that 
nfidence § mental alertness, or the ability to learn, 

has moved up greatly in importance as 
training procedures have improved. If 
=== § . man is lacking in this type of intelli- 
gence it is almost impossible to train 
wees f him. Other traits to look for are char- 

C. Bas acter, determination, a sense of drama- 
ncy of tics, resourcefulness, aggressiveness, 
é d emotional stability and a sense of humor. 
ed m4 In selecting a man the manager 
"eds the # should have at least five interviews over 
etal a period of 30 days. He should be care- 
ol ful to see that the man understands the 
‘. ai selling process, getting him to describe 
lel to it, not taking it for granted that he un- 
d. te derstands. In discussing compensation 
a feels the prospective agent’s wife should be 


in on the interview. 








Be: Mr. Benson said it is important to 
ary B keep constantly before the agents the 
o lous rewards of success. 
ss_ will 
hes} C, W. CAMPBELL 
t. For 
= The other half of the two-man se- 
arly inf Minar, C. W. Campbell, Newark man- 
ninutes § 28er of Prudential, in discussing the 
ational § agency building process said it is neces- 
as tog Safty to prepare for the change from a 
- trials § Seller’s to a buyer’s market. He said the 
manager’s job needs much in study if it 
. pros: it is to be efficiently handled. In devel- 
in 10@ Ping an agency it is not easy for the 
t who “anager to decide whether to devote 
o had his entire time to building his agency or 
agent Use some of it in personal production 
had 3 because he can often make more money 
. busi: @ 2 the early years by the latter course. 
e that® Training Course Described 
Al af Mr. Campbell said his agency has a 
? two weeks’ basie training course. Two 
of the assistant Managers are in charge 
of training all the new men, not only 
for their own production units, but for 
norale# those of the other assistant managers 
othet.§ as well. This two-week basic training 
z that period has done more to get men into 
30 t08 production than anything else, he said 
gents # though conceding that many would not 
ortant agree on its value. When the new man 
ly of is assigned to a production unit the as- 
sistant manager in charge of the unit 
enson® continues his training on the job. The 
n his§ training procedure should be written 
t for out, he said and then constantly modi- 
at T'd@ fied as improvements are made. The 
agent agency quickly qualified under the G. I. 
whof bill as a training on the job agency but 
> but the trouble has been that the agents 


it. were soon making enough money so 
that they no longer received govern- 
ment benefits and it was somewhat diffi- 








cult to get them to continue their reg- 
ular training procedure after that. 

It has been found best not to have a 
unit manager supervise more than 12 
full time agents and not more than four 
of these agents should be compara- 
tively new men. In appointing assistant 
managers the question always comes up 
whether it is wise to take a half-million 
personal producer and make him an as- 
sistant manager; although he can con- 
tinue to write personal business his pro- 
duction usually drops to about $100,000. 
However, being an assistant manager is 
a necessary step on the road to becom- 
ing a manager and this is quite an in- 
centive. He agreed that it is a hard 
choice to give up a substantial producer 
to permit him to become an assistant 
manager but increased production for 
the agency will follow. 

An essential function of an agency 
Mr. Campbell said, is an adequate ad- 
ministrative organization and lack of 
this is a frequent cause of failure. The 
agency staff is divided into those who 
handle old business and those that han- 
dle new business. The former take over 
when the first premium has been paid 
and have full responsibility from then on. 

Mr. Campbell said that he heard very 
little about eliminating agents who had 
proved unsuited to the business but a 
man should never be kept on longer than 
it is to his advantage or that of the 
agency. However, it is a difficult de- 
cision to make. The man will probably 
plead to be permitted to stay on a little 
longer. Mr. Campbell’s system is to ask 
a man to set down his own estimate of 
how much time he needs, which will 
usually be 30 to 60 days, although Mr. 
Campbell is willing to give him up to 
90 days. He is then asked how much he 
should pay for during that time and if 
he proves unable to meet this figure 
during this specified period he is auto- 
matically out. At the same time the 
man’s associates feel that he has been 
given a fair deal. 


J. A. STEVENSON 


Meeting today’s challenge to manage- 
ment calls for a realization of the larger 
aspects of management’s responsibilities 
and that involves two major objectives, 
said President John A. Stevenson of 
Penn Mutual Life. The first of these is 
to improve and increase the distribution 
of life insurance to a point where it can 
become a model of effectiveness in the 
whole field of distribution, thereby mak- 
ing a substantial contribution to the 
nation’s economic-~ security. The second 
is to improve agency operations so that 
they perform well for the individual 
agents, giving them an opportunity for 
lives rich in satisfaction, a sense of ac- 
complishment, in income, and “in happy 
integration into the whole social struc- 
ture.” 

Men must be developed for their own 
sakes and not merely supervised for the 
sake of production, he said. Similarly, 
training should not be merely through 
sales methods and devices which can 
obtain production results ‘but there 
should be an over-all training philo- 
sophy designed to give agents the real 
feeling of competency, the sense of pro- 
ficiency which will enable them to see 
themselves as highly educated special- 
ists, equipped to give the highest order 
of service. Some may insist that the 
basic purpose of training is to get sales, 
but in Mr. -Stevenson’s opinion that 
point of view belongs to yesterday, not 
today. 

While conceding the value of aptitude 
tests for selection, training methods 
adapted from war-time industry, and 
supervisory techniques to improve both 
quantity and quality of production, Mr. 
Stevenson warned that in agency man- 
agement a wealth of intellectual equip- 
ment may be far out balanced by deep- 
down interest in human beings and a 
real desire to help them succeed. In- 
tellectual management is needed today 
more than ever but successful agencies 
aren’t built entirely on text-book knowl- 
edge or the information found in bul- 








letins dealing with social or economic 
or financial affairs. Genuine human in- 
terest is the cement in the foundation 
of any agency structure which is to 
rise to impressive heights and stand 
firm in the future. 

B. Baumann, general agent, Pa- 
cific Mutual, Houston, and vice presi- 
dent of the National Association 
brought greetings from the association 
and also discussed briefly N.A.L.U. 
guiding principles in agency manage- 
ment. 

The address of H. R. Smith, director 
of the Purdue life insurance marketing 
course, is reported elsewhere in this is- 
sue. 

E. L. Zalinski, director of the joint 
committee for life underwriter education 
and training, was introduced and spoke 
briefly on the committee’s objectives. 

A. E. Patterson, president of Mutual 
Life, and A. J. McAndless, president of 
Lincoln National Life, stopped in for a 
few minutes and were introduced to the 
audience. 





Hosts to Mortgage Bankers 
Investment officers of Business Men’s 

Assurance were hosts at a buffet supper 

honoring members of the Mortgage 


Bankers Assn. who were in Kansas 
City attending a regional meeting. 

Among those present was Guy T. O. 
Hollyday of Baltimore, president of the 
bankers association. Hosts to the party 
included W. T. Grant, chairman; Grant 
Torrance, treasurer; Frank Blake, as- 
sistant treasurer of B.M.A. 





Pittsburgh C.L.U.s Meet May 23 


The Pittsburgh C.L.U. chapter will 
hold a luncheon May 23. F. Hobert 
Haviland, vice-president in charge of 
Agencies Connecticut General Life, will 
talk on the C.L.U. as a client-building 
influence. V. W. Lanfear of the Uni- 
versity of Pittsburgh school of business 
administration will speak briefly. 





Warns On Unlicensed Insurers 


‘Superintendent Jordan of the District 
of Columbia has asked the Insurance 
Club of Washington to bring to the at- 
tention of its membership the statute 
prohibiting agents from placing insur- 
ance in a company not authorized to do 
business in the District. He cited the 
case of an agent who was recently 
found guilty of placing business with an 
unauthorized insurer. 
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and then $10,000 in cash. 





Initial rate — $6.55 per $1,000. 


OCCIDENTAL LIFE Insurance Company 


GF Clore %& V. H. JENKINS, Senior Vice-President 


“We pay lifetime renewals-they last as long as you do” 





BUT 


HOW MUCH? s: 


N. ONE ever asks what kind of life insurance he 
owned. Everyone wants to know how much he left. 

If that's the first thing they ask when he dies, isn’t 
it the first thing 4e should ask when he buys? 

We thought so. That's why we make $15 a month 
Family Income available on Five Year Renewable and 
Convertible Term Insurance. 

It only takes $203.70 a year at 35 to guarantee his 
family $150 a month for 20 years from date of issue 








FeNATIONAL UNDERWRITER 


May 16, 199 








es 
—=—== 





EDITORIAL COMMENT 





Tremendous Value of Work 


Sometimes when our minds are dis- 
turbed or we are tired or depressed we 
are inclined to look upon work as a bur- 
den thrust upon us, as an affliction of 
some sort. We are happy to remove 
ourselves from it. We try to find some 
more congenial location and more 
friendly atmosphere. 

There are some persons who are con- 
tinuously hostile to any form of labor. 
They want to be looked after and have 
others work for them. But after all, 
work is one of our greatest teachers, 
and one of the greatest forces we have 
in shaping our lives. We learn to accept 
responsibility when we work, we have 
some cause for our daily toil, and we 
find pleasure in being physically en- 
gaged. However menial the job, there is 
much value in work. It enables a per- 
son to accomplish something that he 
has in mind. When he works he is go- 
ing forward. It is through work that 
we provide our abiding place, our food 
and the pleasures that give us recreation. 

There are those who work to excess 
and that is a detriment. There must be 
moderation. Whether we work with our 
hands or our heads we are meeting de- 
mands on us. We are helping others as 
well as ourselves and our families. 
When we work intelligently and use our 
time diligently we become creators. 


Perhaps the greatest boon to life after 
all is work and what it brings. 

In a recent issue of “Time” there 
were some observations on work that 
made a special appeal to us. It is some- 
thing that we can read and reread with 
great benefit to us. “Time” said: 

“Last fortnight, in his latest encycli- 
cal, Pope Pius pointed to that: great 
prescriber of physical labor, St. Bene- 
dict: ‘Were the teachings with which 
Benedict restored and reanimated the 
decadent, turbulent society of his time 
today universally applied and flourish- 
ing, then our century could repair its 
moral and material ruin, find quick and 
perfect healing for its deep wounds.... 
Benedict teaches us another truth often 


proclaimed, seldom practiced today— 
that human labor is not something 
ignoble . . . but a thing that should be 


loved as something worthy and wel- 
come. The life of work, whether in 
fields or workshops or intellectual occu- 
pations, does not degrade but ennobles 
men... turns them not into slaves but 
masters and molders of substances sur- 
rounding them... Hence all ... must 
consider that they are serving not only 
themselves but also the existence and 
well-being of the whole of civilized 
society ... that they work not through 


, 


compulsion but from love...’ 


Carry Message to the People 


Ferre C. Watkins, prominent Chicago 
attorney, a profound and virile thinker, 
former president of the Union League 
Club of his city, gave a talk to the in- 
surance membership group of the club 
in which he pointed out some of the 
dangers that confront insurance. He 
called attention to the fact that the 
perils had come from behind. He is not 
afraid of frontal attacks. For instance, 
one of the most insidious ways of try- 
ing to get the government into the in- 
surance business is through health, ac- 
cident and hospital service. The Wag- 
ner-Murray-Dingell bill, providing for 
payment of health and accident benefits, 
has been in Congress for some time. 
There are two states that have passed 
laws extending the unemployment act 
to cover health and accident benefits. 
California allows private companies to 
enter this field, but’ with the understand- 
ing they will give a more liberal policy. 
Rhode Island makes it thoroughly a 
state measure. 

Mr. Watkins stated that it is through 
measures of this kind that those inter- 


ested in getting the government into 
private business are working. He regards 
the situation as one that must be 
watched with the greatest possible care 
and alertness. Mr. Watkins plainly 
stated that the insurance people them- 
selves must be exceedingly diligent. It 
may be necessary for insurance to ap- 
peal to the people. He thinks that the 
people should understand what is in the 
air, what is being proposed, and how 
their insurance may he affected. He 
does not believe that the people at large 
want their insurance to be written by 
the federal government, In fact, he 
thinks the federal and state government 
should stay out of insurance entirely. 
Mr. Watkins, who was _ formerly 
chairman of the legislative committee of 
the American Legion, said that when 
Congress was endeavoring to get ready 
for war, the appropriation proposed 
seemed exceedingly small. He stated 
that unless an appropriation could be 
secured that was adequate, the country 
would be in extreme danger. Therefore, 
he appealed to all Legion posts through- 


out the country to call meetings of citi- 
zens and get local associations to meet 
and set forth the danger of inadequate 
appropriation. Then their members of 
Congress should be notified of their con- 
clusion and what they were doing. He 
said it resulted in an adequate appropri- 
ation being made. 

He said that in the same way insur- 
ance may be called upon to go straight 
to the people, give them the message 
and urge them to get in touch with their 
legislators. 

It would seem to us that there is an 
opportunity for companies, general of- 
fices, branch offices and local agencies 
to get together a simple message that 
can be enclosed with mail that is sent 
out. This could be a series of messages 
to enlighten the people as to what is 
going on and what may be necessary in 


order to get proper action. It should ng 
be a long essay. The messages shonlg 
be in very plain and simple terms, point. 
ing out the danger to one’s insurangee 
and urging that legislators be notifieg 


of what the policyholder is thinking 
He should voice his opposition to goy. 


ernment entering the insurance businegs 
We believe that this can be very’ effec. 
tive. Home offices send out thousands 
of letters every day. Each company ang 
each office should have someone ae. 
quainted with the situation who is able 
to put down on paper something that 
the average man can understand. When 
they understand what is up, then they 
will become interested. No one wants 
the government to tamper with his in. 
surance. It is time to start this crusade 
at once while there is still time for it 
to be effective. 








PERSONAL SIDE OF THE BUSINESS 





Claris Adams, president of Ohio State 
Life, has been elected president of the 
Community Chest of Columbus. 

Clark Horton, Great Southern Life, 
Oklahoma City, has been elected presi- 
dent of the Junior Chamber of Com- 
merce there. 

Bert C. Nelson, special agent in the 
Stamm general agency at Milwaukee 
of Northwestern Mutual Life, addressed 
students in the life insurance marketing 
school of Purdue University. 

Roger Jeffery, Union Central Life, 
has been appointed a director of the 
Houston Junior Chamber of Commerce. 

L. M. B. Morrissey, Jr., of the Daven- 
port agency of Phoenix Mutual Life 
paid for $250,000 of life insurance in the 
first four months of 1947, after having 
been in the business only a year. He 
made the company’s quarter million club 
in 1946, after his first nine months of 
service following his return from serv- 
ice overseas. His father has headed the 
Davenport agency since 1914. 

Dean Arthur T. Vanderbilt of New 
York University law school, who has 
handled a number of important insur- 
ance cases in his private practice in 
Newark, has been selected as director 
of the survey of the legal profession 
which will be an independent project 
in the interest of the public and which 
will view the profession from the edu- 
cational, economical, social and other 
standpoints. 

Walter G. Nelson, attorney National 
Life of Vermont, has been appointed a 
member of the committee on pension 
and profit-sharing trusts of the Ameri- 
can Bar Assn. 

Jack Wardlaw, Provident Mutual, 
Raleigh, has qualified for the Million 
Dollar Round Table. He is a director 
of the Raleigh association and chairman 
of its publicity committee. He entered 
the life insurance business in 1941. He 
formerly had an orchestra. 


Isadore Samuels, general agent New 
England Mutual for Colorado and Wyo- 
ming, was one of the three winning 
candidates in the election for membership 
on the Denver board of education. There 


was a hot contest, the opposition com- 
ing from the American Federation of 
Teachers, which had the backing of 
labor organizations and which promised 
revision of some of the board’s prin- 
ciples. 


Miss Lorraine Sinton, sales promotion 
manager in the Paul W. Cook agency 
of Mutual Benefit Life at Chicago, who 
had a distressing eye accident some 
months ago, has gone to San Franciseo 
to 'be under the care of Dr. Dormand K 
Pischell, famous eye surgeon, and 
be at the Leland Stanford Hospital. H 
mother accompanied her to San F 
cisco. Be 
Miss Sinton, while using the tele 
phone in her office, by some mishap 
the receiver fall on her head, which re 
sulted in a detached retina. She lacked 
vision in her other eye and for a time 
could not see to read. Vision in hep 















lectured at the University of Michigaf 
two weeks ago and Miss Sinton went 
to Ann Arbor to see him. He told her 
that he might be able to do something 
bee. Ser, but it would all depend on goog 
luck. By 








DEATHS 


Edward C. Rockafellow, assistant sec- 
retary of Washington National, died at 
his home in Evanston following a heart 
attack. He would have been 74 in July. 

Mr. Rockafellow joined Washington 
National in 1912, and for many years 
was in charge of industrial claims, in 
which field he was considered an expert. 
He is survived by his widow and two 
daughters, Marian of Evanston, and 
Mrs. Roger Budlong of Glen Ellyn, 

Mrs. Louis Roeding, 75, the mother 
of George C. Roeding, associate man- 
ager THE NATIONAL UNDERWRITER, Cin- 
cinnati, died at her home in Covington, 
Ky., after a long illness. She was also 
the mother of Harry and Edward Roed- 
ing, who operate the H. H. Roeding & 


: 











tg 


NATIONAL 


UNDERWRITER 


LIFE INSURANCE EDITION 
PUBLISHED EVERY FRIDAY 





Published by THE NATIONAL UNDERWRITER CO., Chicago, Cincinnati, New York. PUBLICATION OFFICE, 175 W. Jackson Blvd., CHICAGO 4, ILL. Telephone Wabash 2704. 


EDITORIAL DEPT.: C. M. Cartwright. 
Editor: F. A. Post. Associate Editors: D. R. Schilling, J. C. O’Connor. Assistant Editors: Richard 


BRANCH OFFICES 


J. Thain, John C. Burridge. 


Editor. 





ATLANTA 3, GA.—432 Hurt Bldg. Tel. Walnut 
9801, Ernest E. Hess, Southeastern Manager. 


BOSTON 16, MASS.—258 Park Square Bldg. 
Tel. Hubbard 8696. Wm. A. Scanlon, Vice-Pres, 
CHICAGO 4, ILL.—175 W. Jackson Bivd., Tel. 
Wabash 2704. O. E. Schwartz, Associate Man- 
ager. A. J. Wheeler, Special Representative. 
L. N. Yellowlees, Advertising Manager. 


CINCINNATI 2, OHTO—420 E. Fourth St. 


Tel. Parkway 2140. Abner Thorp, Jr., Vice- 


President. George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor. 
DALLAS 1, TEXAS — 802 Wilson Bldg., Tel. 
Central 5833. Fred B. Humphrey, Southwest- 
ern Manager. 

DES MOINES 12, IOWA—3333 Grand Ave., 
Tel. 7-4677, R. J. Chapman, Resident Manager. 
DETROIT 26, MICH. — 1015 Transportation 
Bldg., Tel. Randoiph 3994. A. J. Edwards, 
Resident Manager. 





Levering Cartwright, Managing Editor. 


News 


IN KEY CITIES 


BUSINESS DEPT.: Howard J. Burridge, President. 
Vice-President and Secretary. John Z. Herschede, Treasurer. 


Louis H. Martin, 





KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg.. Tel. Victor 9157. William J. Gessing, 
Resident Manager, 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg. Tel. Main 5417. R. W. Landstrom, 
Resident Manager. 


NEW YORK 7, N. Y.—99 John St., Room 1103, 
Tel. Beekman 38-3958. Editorial Dept. — R. B. 
Mitchell, Eastern Editor; Kenneth O. Force, 
Associate Editor. Business Dept. — Ralph E. 





Richman, Vice-Pres.; J. T, Curtin and W. J. 
Smyth, Resident Managers. 


PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 3706. E. 
Fredrikson, Resident Manager. 


? 










direct 
died | 
suran 
Unior 


Art 
adver 
til hi: 








SAN FRANCISCO 4, CAL.—507-8-9 Flatiron 
Bldg., Tel. EXbrook 3054. F. W. Bland, Pacific 
Coast Manager. Guy C. Macdonald, Pacific 
Coast Editor. 












16, 199 
——= 
ould nos 
+ Should 
Sy Point. 
surance 
NOtified 
hinking 
tO goy. 
uUsiness, 
Y”* effec. 
ousands 
any and 
one ae. 
is able 
ng that 
. When 
en they 
> wants 
his in. 
crusade 
> for it 


—— 
n com- 
tion of 
ing of 
omised 
S prin- 


motion 


Street, 
E. 


? 





LIFE INSURANCE EDITION 





15 








May 16, 1947 
Co. local agency in Covington, another 
prother, Albert, and three daughters. 


Robert H. Reid, 64, former assistant 
superintendent at Buffalo of Prudential, 
died. He had retired three years ago 
pecause of his health. He joined the 
company aS an agent almost 40 years 
ago. : 

George Leyse, 70, associate manager 
Doremus-Bragg agency of Guardian 
Life until he retired in_1946, died at 
White Plains, N. Y He joined the 
agency when he was 19. 

Oscar I. Bryan, 62, vice-president and 
director of Union Life of Richmond, 
died there. He had been active in in- 
surance work since 1908. He joined 
Union Life in 1921 as secretary and a 
director and manager at Norfolk. In 
1929 he was elected vice-president and 
continued as Norfolk manager until 
1938, when he was transferred to the 
home office. 

Louis A. Bloemer, 63, home office 
agency department Western & Southern 
Life, died at the home of his daughter, 
Mrs. Eugene McHargue, in Chicago. 
Mr. Bloemer had 44 years service, start- 
ing as a bookkeeper. In January he 
was given a leave of absence on tem- 
porary disability. Services will be held 
at Holy Cross Church, Covington, Ky., 
May 16. 


“Rd” Veteran Dies 


Arthur A. Fisk, 75, manager of the 
advertising department of Prudential un- 
til his retirement in 1942, died in New 











ARTHUR A. FISK 


York City. His association with the 
company covered more than 40 years. 
A son, Kirby Fisk, is general manager 
of Prudential’s bond department. 
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B.M.A. Holds Two Sales Rallies 


Business Men’s Assurance held a re- 
gional sales conference for Arizona and 
New Mexico salesmen at Albuquerque, 
N. M., May 12-13. The meeting was 
arranged by Manager O. K. Johnson of 
Albuquerque and Manager W. B. Huie 
of Phoenix. The home office was rep- 
resented by John W. Saylor, vice-presi- 
dent in charge of sales; G. J. Tritch, 
field manager, and H. C. Pogue, man- 
ager group department. 

Another conference was held last 
week at Wichita, Kan. Bert A, Hedges, 
Manager at Wichita, arranged the meet- 
ing and the home office was represented 
by W. T, Grant, chairman; Mr. Saylor; 
Jack R. Morris, director of publicity; 
W. A. Sims, underwriting department; 
J. A. Criswell, regional supervisor claim 
department; and Bernard Johnson, sales 
department. 
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At the banquet the group presented 
a lamp to Mr. and Mrs. Grant, who 
were celebrating their wedding anni- 
yersary. 


Annual Meeting of Actuarial 
Society Draws Record Attendance 


(CONTINUED FROM PAGE 11) . 





pattern of uniformity in policy language 
and thus impede the use of a reference 
to the standard nonforfeiture value 
method on a uniform basis in all states. 

G. H. Davis of the Life Insurance 
Association said that nine states have 
passed new standard nonforfeiture laws 
or amended old laws so as to make pos- 
sible exclusion of extra premiums on 
substandard risks from the adjusted 
premiums used in calculating nonfor- 
feiture benefits. Fourteen states, in- 
cluding these nine, now have in their 
laws provisions which do not require a 
detailed statement of the method of cal- 
culation of nonforfeiture values for the 
period for which a table of values is 
shown in the policy. 


DIVIDENDS 


In the discussion of dividends the 
point was made that companies need to 
be sure of their obligations, and that 
given blocks of business should stand 
on their own feet. To this end the ac- 
tuary should be certain he understands 
what those obligations are. Certain 
present margins may have to be plowed 
back in for future obligations on that 
block. 

W. F. Ward of Mutual Benefit said 
that true consistency in net cost be- 
tween old and C.S.O. policies is re- 
lated to dividend scales. Losses rep- 
resented by liberal settlement options 
can be adjusted by dividends. 

Current dividend illustrations are de- 
sirable, he suggested, since the gross 
premium is redundant. Perhaps the 
remedy lies in the agent giving a full 
and accurate account of the illustration 
and making sure his listener under- 
stands that it is tentative, that it is a 
projection into the future of a scale 
true as of today. There is no trouble 
where current dividend illustrations are 
properly used. 


Others Treat Subject 


Several discussed this topic: Guy W. 
Pickering, Home Life; Donald B. 
Cheney, Prudential; J. L. Stearns, New 
England Mutual; Harry Walker, Equit- 
able Society; Charles F. B. Richardson, 
Mutual Life; Ernest J. Moorhead, 
L.I.A.M.A.; and Alton O. Groth, Equit- 
able of Iowa. 

Morris Pike of John Hancock Mutual 
doesn’t believe it imperative to estab- 
lish additional reserves for liberal set- 
tlement options on old policies which 
have not yet matured. However, prob- 
ably all actuaries see the need of taking 
care of additional contingencies with 
additional reserves, he suggested — for 
disability, double indemnity, converting 
certain types of policies, single pre- 
mium annuities, etc. On the single 
premium annuities, allowance might be 
made for increased expenses, he said. 


Middle Course Best 


Practically, he added, actuaries will 
take care of such items in the order of 
their importance and as the reserve 
strengthening can be done. A middle 
course best for the company’s past, 
present and future policyholders is a 
reasonable goal. 

The companies need to determine re- 
alistically their obligations under liberal 
settlement options, Bert A. Winter of 
Prudential advised. Strengthening of 
reserves should be done over a period 
long enough to avoid a sharp drop in 
surplus, M. E. Davis of Metropolitan 
suggested. 


INTEREST RATE 


To the question, “Where may the in- 
terest rate be expected to level off?” 
Wendell P. Coler, American United 
Life, suggested that the rate, at least 
for corporate securities because of the 














extra risk as compared with govern- 
ments, might turn in a year or two. 
Just recently the government adopted a 
practice aimed at deflation. It has been 
paying off $200 millions of treasury 
bills a week in recent weeks. There are 
more than $15 billion of some $17 billion 
such bills outstanding that are owned 
by federal reserve banks. As they are 
paid off, the supply of bank deposits is 
reduced, since when held in the federal 
reserve they may create six times as 
much in bank deposits as if they were 
held in commercial banks. 

Apparently the government is getting 
ready to unpeg the rate of interest on 
short term treasury bills and perhaps 
to unpeg the certificate rate. If this is 
done, it will give the federal reserve 
svetem more control over financial af- 
airs. 


Refunding for Long Term 


Refunding short term government ob- 
ligations for long terms will attract as 
buyers genuine savings institutions such 
as life insurance companies, which 
would tend more toward deflation than 
if those obligations were in the hands of 
commercial banks where they serve to 
increase bank deposits. 

“Should normal depreciation of real 
estate be treated as a charge against 
investment income in the gain and loss 
exhibit rather than as an investment 
loss?” To this question Mr. Coler’s 
answer was that real estate deprecia- 
tion must, in order to provide a true 
picture, be charged against investment 
income. 

Professional management of business 
and property gradually is supplanting 
Owner management, Mr. Coler pointed 
out, and professional management is 
primarily interested in continuity of the 
business and its long term success. It 
therefore tends to be more conserva- 
tive in such things as depreciation 
charges. This makes the securities of 
such businesses more suitable as invest- 
ments for life companies. 

It would be a good thing under the 
New York law permitting investment in 
long term real estate ventures for the 
life company to have the right to re- 
view its position from time to time as 
to depreciation, J. J. Clair of Metropol- 
itan said. The depreciation decided 
upon may later on found too fast or 
too slow. 


McDiarmid Comments 


The future trend of interest was 
treated fairly extensively by F. J. Mc- 
Diarmid of Lincoln National Life, in a 
paper read by Henry F. Rood of that 
company. Much depends on what the 
government does with its long. term 
bonds, which set the; pace for the high 
grade bond markets. 

The increased recognition of the risk 
factor in business and investments since 
the war, Mr. McDiarmid believes, will 
tend to improve viel The next few 
years is likely to se substantial in- 
crease in the corporate and mortgage 
debt of the country. Higher inven- 
tories and higher plant costs have in- 
creased corporate finaricing. There is a 
big, long time backlog of demand for 
housing and other construction. 

A low return on bonds can be offset 
by investment in preferred and even 
common stocks, he commented, and a 
net of 3% probably still is obtainable 
on good mortgages. These and other 
factors make it likely that life compa- 
nies can replace their present invest- 
ments as they mature with investments 
of substantially the same average yield. 
Certainly the outlook on yield is much 
better than it was a year ago. 

The question of where the interest 
rate will level off also attracted A. A. 
Rydgren of Continental American. 
Certainly this is the most important 
problem facing life insurance, he said, 
and the big factor is the influence of 
government in this field. When prices 


level off, the government will seek to 
keep prices up; its policy then will be 
just the opposite of what it is now. 

Mr. Rydgren predicted that the net 
interest return will stay at the present 
level of about 3% and will not fluctuate 
more than a quarter of a percent either 
way until the next depression—possibly 
in six to nine years. When that comes, 
the effort of the government unques- 
tionably will be to force rates lower. 

W. M. Anderson, North American 
Life, Toronto, commented on _ invest- 
ments in Canada. He said Canadian 
companies are investing substantially in 
National Housing Act mortgages at a 
5% gross return. The government par- 
ticipates to the extent of one-fourth of 
each loan at 3% interest; the compa- 
nies to the extent of three-fourths, at 
5% interest, and they manage the loans. 
The companies are protected by pool 
guaranties amounting to $200 to $350 
per dwelling unit. 

Louis R. Menaugh of Prudential com- 
mented: on capitalization and deprecia- 
tion of equipment as well as other 
phases of investment valuation. 


UNDERWRITING 








In discussing underwriting, J, B. 

Mabon, Sun Life of Canada, said that 
significant changes have occurred in 
basic mortality, due to advances in 
medicine, and underwriters are wonder- 
ing if the extra premiums for impair- 
ments are now correct. It would also 
be advantageous to know, on unusual 
impairments, if over the years the busi- 
ness has paid its own way. Certain im- 
pairments, he added, continue through- 
out life, and it is useful to have full 
life histories, from date of infection or 
operation, if possible. This might be 
kept im mind in making mortality 
studies. Occupational information is im- 
portant, but there has been too much 
dislocation because of the war to make 
any such studies practicable. 
_ No company is considering contract- 
ing its non-medical underwriting since 
the war, Leigh Cruess, Mutual Life, 
stated in a discussion read by Pearce 
Shepherd of Prudential. There is need 
of experience studies on the subject. 
Also needed is resumption of studies on 
large amount business. There are signs 
of too great liberality; underwriters are 
inclined: to forget the lessons learned in 
the 1920s and 1930s. Reinsurers, he 
stated, are concerned. Studies also 
would be valuable on substandard busi- 
ness to determine if the extra premiums 
being charged are enough, and ‘on avia- 
tion risks, where underwriting prac- 
tices, Mr. Cruess believes, are running 
too far ahead of what experience jus- 
tifies. 


Group Retirement 


A retirement plan is not complete un- 
less provision is made for the employe 
who becomes disabled, Henry E. Blag- 
den of Prudential stated, but this pro- 
vision should be noncontractual and 
probably nonfunded and on a pay as 
you go basis. Some real problems are 
involved—perhaps the disabled worker, 
unable to perform his old job, can do 
another; he may recover and the em- 
ployer will not wish to reemploy him 
Or continue to pay him retirement ben- 
efits; the social security act may be 
changed to include disability; the em- 
ploye probably will receive workmen’s 
compensation benefits. Prudential has 
some experience on group retirement 
annuities with disability benefits, and 
the experience is good, but the exposure 
is not large enough to warrant a con- 
clusion. 

John K. Dyer of Towers, Perrin, 
Forster & Crosby, in a paper read by 
Secretary Klem, said it recently has 
been the policy of his firm to recom- 
mend: Disability benefits financed en- 
tirely by the employer so that the em- 
ploye does not believe he has a vested 
right in such benefits; no attempt 
should be made to establish a fund—it 
is better to pay these benefits out of 
current payroll, and the employer 

(CONTINUED ON LAST PAGE) 
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Tenor of Speeches 
Indicates Stronger 
Legislative Interest 


New Headquarters, 
Bulletin Service, 
Enhance Position 


VIRGINIA BEACH — Removal of 
the central office of the Industrial In- 
surers Conference from Atlanta to 
Richmond was termed a wise, efficient 
and economical move by E. H. Speck- 
man, president Kentucky Central Life 
& Accident, president, in his annual 
report at the 38th annual convention 
here. He said the new headquarters are 
readily accessible to Washington and 
M. B. Williams, executive director se- 
lected at the Biloxi meeting, is the key 
figure in plans to give a wider scope to 
the conference. A thorough analysis 





E. 


H. SPECKMAN 


has been made of conference operations, 
an increase in dues has been put into 
effect and activities have been put on a 


budget. Last year a portion of the in- 
crease was refunded. A legislative serv- 
ice to be bulletined to members is 


planned and long and short range objec- 
tives are being laid down. 

Mr. Speckman declared that members 
of the conference call for a_ service 
peculiar to the business and many be- 
long to no other organization. They 
have over $1 billion assets, $8% billion 
business in force and 40,000 personnel. 
Many completed the most successful 
year in their history in 1946. The gains 
are sound and will be retained, he said. 
A better understanding of the business 
is deserved both among the members 
and their policyholders. 

Memorials Presented 

S. F. Keeble, general counsel Life & 
Casualty, chairman of the resolutions 
committee, presided while memorials 
were tendered those who died in the 
past year. J. F. Finlay, counsel Inter- 
state Life & Accident, presented the 
memorial for H. T. Dobbs, retired 
executive vice-president Industrial Life 

(CONTINUED ON PAGE 20) 


MANTLE OF COMBINATION LEADERSHIP FALLS TO 


Industrial Insurers 





NEWLY ELECTED OFFICERS 


ontference 





President—Bascom Baynes, president Home Security. 
Vice-president—H. C. E. Johnson, president Interstate Life & Accident. 
Secretary—W. L. Newton, vice-president Kentucky Central Life & 


Accident. 





EXECUTIVE COMMITTEE 





Chairman—J. D. Morse, president Home State Life. 

New members: S. F. Keeble, general counsel Life & Casualty: A. A. 
Biggio, vice-president and manager industrial department Liberty 
By GEORGE E. WOHLGEMUTH  Natonal; J. R. Anthony, Jr., secretary-treasurer Suwannee Life (3 year 
terms). W. J. Hamrick, agency vice-president Gulf Life (2 year term). 
E. H. Speckman, president Kentucky Central Life & Accident, immediate 


past president (1 year term). 


Holdover members: E. H. Mears, president Union Life, Va.; N. T. 
Weaver, vice-president Bankers Health & Life; I. M. Sheffield, Jr., ex- 
ecutive vice-president Industrial Life & Health; J. S. Gould, president 


Reliable Life. 





Conference 1 Has Outgrown 


Sectional Cast— Williams 


The Industrial Insurers Conference 
has outgrown the sectional boundaries 
of its early years 
to an organization 


of 66 member com- 
panies domiciled in 
states and the 
District of Colum- 
bia writing other 
types of policies as 
well as industriai, 
M. B. Williams, 
executive secretary, 
declared in his re- 
port. Pointing out 
that the 29% in- 
crease in industrial 
production in 1946 
and the 13% in- 
crease over 1946 in the first quarter of 
1947 do not bear out the assertion made 
by some that industrial is on the wane, 
he said, “we cannot escape the thought 
that an organized educational and pub- 
lic relations policy is in the offing. The 
public needs and wants a definition and 
an interpretation of the trademark ‘in- 
dustrial.” Whether it is called indus- 
trial or sold on a monthly basis and 
called ordinary, the system of premium 
payment is the same. The installment 
plan of payment has become a part of 





M. B. Williams 


our economic way of life, he stated. 

Declaring that no organization can be 
successful without a purposeful, care- 
fully laid out program, he said both long 
range and short range objectives of the 
conference would be considered during 
the sessions. Mr. Williams has already 
visited 28 members and said he hoped to 
complete the circuit by the end of 1947. 
Superimposed on the close personal re- 
lationships which have bound the con- 
ference together in the past should be an 
active and vital program to meet current 
and future needs. 


More Companies Eligible 


There are many companies who be- 
long in the conference and who will be 
eligible once the facts are known and 
the story told, but a well-defined mem- 
bership policy is needed and should be 
established so that the organization will 
be truly representative of the voice it 
expresses. 

The strength of any organization lies 
in the individual member and the re- 
sponse to central office inquiries and 
questionnaires and quick reaction to 
legislation determine effectiveness 
and usefulness to the he as- 
serted. 


its 


industry, 


New Triumvirate of Top Officers 








Top officers for the Industrial Insurers Conference are, left to right, H. C. E. John- 
son, Interstate Life & Accident, vice-president; Bascom Baynes, Home Security, presi- 
dent, and W. L. Newton, Kentucky Central. secretary. 
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Gear Constitution, 
By-Laws to New 
Role af Annual 


Williams Proves Mettle 
in Virginia Beach 
Attendance, Arrangements 


VIRGINIA BEACH—The 38th an. 
nual meeting of the Industrial Insurers 
Conference here showed clearly that jt 
has become the leading and most repre. 
sentative organization devoted solely to 
the interests of the combination com. 
panies and that it definitely has out 
grown the sectional cast of its early 
years. With 215 representatives of 51 
of its 66 companies in attendance, the 
largest and best representation in its 
history, the program and interest mani- 
fested showed clearly the results of the 
reactivation planned during the admin- 
istration of E, W. Craig, National Life 
& Accident, and carried out during the 
administration of FE. H. Speckman, 
Kentucky Central Life & Accident. 

The attendance and arrangements 
also showed the wisdom of the execu. 
tive committee last year in picking 
Martin B. Williams of Richmond to fill 
the exacting post of executive secretary- 
treasurer, whose title was changed to 
executive director at the meeting. 

Under the new administration of 
Bascom Baynes, Home Security, who 
has worked strenuously to build a 
strong organization for a number of 
years and who previously had served as 
vice-president and chairman of the ex 
ecutive committee, with the assistance 
of the newly established central office 
with Mr. Williams in charge at Rich 
mond, the organization is destined to 
have continued progress and growth 
and to enjoy a bright future. 


Objectives Are Laid Down 


Short and long range objectives were 
laid down at the meeting and changes 
were made in the constitution and by- 
laws to bring them up to date. While 
no set pattern is followed in the selec- 
tion of the new officers, the advance- 
ment of Mr. Baynes from vice-president 
to president, succeeding Mr. Speckmaz, 
is one that has often been followed and 
puts into the chief office a man who 
has been well seasoned in the various 
posts he has previously held, who has 
devoted whole-heartedly his energies 
for the best interests of the conference 
and who knows clearly what he wants 
to accomplish. 

Mr. Baynes started with Greensboro 
Life in 1927 and served as president 
that company from 1929-32. When 
Greensboro Life was reinsured by 
Home Security in 1932, Mr. Baynes 
went with the enlarged company 4 
agency supervisor, became executive 
vice-president, and for a number 0 
years has served as president of his 
company. He is a native of North Car- 
olina and was educated at Oak Ridge 
Institute. 





Members entering the hotel to regis 
ter were warmly greeted by J. T. Smith, 
secretary and general manager Univer- 
sal Life, Va., and T. N. Kidd, assistant 
manager ordinary department Hom 
Reneficial Life, who represented two 0 
the host companies. 

J. D. Morse, president Home State Life 
was accompanied by Mrs. Morse. During 
his absence from his desk, Home Staté 
moved into its handsome new ho 
office building in Oklahoma City. 
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Life insurance has a big interest in 
the solution of the rating legislation 
question as it is necessary for the in- 
dustry to regard the all-industry com- 
mittee program in its entirety rather 
than in its component parts, Bruce E. 
Shepherd, manager of Life Insurance 
Assn. of America, declared in his ad- 
dress before the Industrial Insurers Con- 
ference. dg eos ke 

He referred to the possibility of the 
fair trades practice act being used as a 
back door method of regulating fire and 
casualty rates because of the existence 
of inadequate rating laws. Mr. Shepherd 
then asked why, if this is the case, it 
might not also be used to regulate life 
insurance rates for which there is a 
complete absence of rate control sta- 
tutes. While this is thought to be a 
highly unlikely possibility, it neverthe- 
less should not be ignored, he said. 

While all the 1947 legislative sessions 
are not yet completed, there have been 
a sufficient number of adjournments to 
discern that substantial progress has 
been made toward an adequate strength- 
ening of the existing state laws. They 
are not perfect by any means, Mr. Shep- 
herd said, and still much is to be done 
in the way of enacting further legisla- 
tion and making it work. Whether or 
not state supervision is able to continue 
to function effectively and exclusively 
will depend in no small measure on the 
effort that those in the business and 
those who supervise it exert to make it 
work. It has not worked on many oc- 
casions in the past. Shortcomings have 
been remedied to a point where one 
may truly say that state supervision of 
insurance, with its multiplicity of juris- 
diction, is a marvel of cooperation. 

There will be no less need of that co- 
operation in the future, he said. 


Fair Trade Life Concern 


Out of the whole all-industry pro- 
gram, the fair trade practices bill is of 
the most concern to life insurance, ac- 
cording to Mr. Shepherd. He said that 
very briefly, it declares unlawful, unfair 
methods of competition and unfair or 
deceptive acts of practices in insurance. 
It applies to companies, agents, brokers 
or any other legal entity or individual 
engaged in insurance. The act estab- 
lishes procedure for enforcement and 
provides penalties for violations. 

Both the pattern and the language of 
the model bill follow the federal trade 
commission act with an important ex- 
ception. In the model bill, the simple 
but broad declaratory language of the 
federal act has been supplemented by 
specific enumeration of eight unfair prac- 
tices. With respect to these, the com- 
missioner is authorized to issue cease 
and desist orders, as under the federal 
act, but with respect to any other prac- 
tices which the commissioner believes 
to be unfair, the commissioner is re- 
quired to proceed through his attorney 
general and the courts of his state to 
enjoin their continuance. 

When the all-industry committee and 
the commissioners’ committee broke up 
on Jan. 24, 1947, there were only three 
points of difference between them on the 
model fair trade practices bill. First, 
there was a marked disagreement over 
whether boycott, coercion and intimida- 
tion, which are defined as unfair trade 
practices, are limited to acts committed 
in concert, or whether they apply to 
those committed by individuals. 

Fire and casualty insurance agents 
were strongly opposed to the inclusion 
of individual actions within the defini- 
tion, Mr. Shepherd related. They thought 
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that a literal interpretation might be 
used to prohibit many of the ‘acts and 
practices that are engaged in today with- 
in normal competitive activities. They 
were afraid that a practice which was 
clearly not monopolistic when viewed at 
the national level might be considered 
monopolistic of a part of the business 





Companies Have Stake 
in Rating and Fair Trade 


when examined at the state level. The 
commissioners were insistent that this 
definition be co-extensive with the Sher- 
man act. 


PENALTY PROVISION 


Another point of difference as out- 
lined by Mr. Shepherd, relates to the 
penalty provision. Under the commis- 
sioners’ bill the penalty for violating a 











BRUCE E. SHEPHERD 


cease and desist order of the commis- 
sioner after it has become final was 
fixed at a sum not to exceed $5,000 for 
each violation. The all-industry com- 
mittee thought that this could be a 
pretty stiff penalty, even if the violation 
was a willful one. In the insurance 
business, if violations occur at all, they 
may occur in great numbers and such 
a penalty for each occurrence could 
amount to a huge sum. Also, specific 
penalties of the fair trade practices act 
would be in addition to any penalties 
already provided by insurance law. Thus, 
although the maximum penalty paral- 
lels that of the federal trade commis- 
sion act, in effect, it is more severe be- 
cause of its cumulative character. 

Mr. Shepherd characterized the other 
point of substantial difference as center- 
ing around the “vague and obscure” 
provision which may be found in sec- 
tion 4 (b) of the commissioners’ bill 
which reads, “The enumeration in this 
act of specific unfair methods of com- 
petition and unfair or deceptive acts 
and practices in the business of insur- 
ance is not exclusive or restrictive, or 
intended to limit the powers of the com- 
missioner or any court of review under 
the provisions of section 9 of this act.” 

Perhaps nobody knows the real pur- 
pose of this provision, Mr. Shepherd 
said. In a bill such as that finally 
agreed upon which prescribes a different 
procedure to be followed in the case 
of the enumerated practices on the one 
hand and the unenumerated practices 
on the other, the use of this language 
not only serves to obscure the distinc- 
tion, but might actually be dangerous. 

He said, “I must admit that there are 
many in the insurance business who do 
not share this view, and perhaps it may 
be quite wrong. On the other hand, it 
is significant that the commissioners 
want to retain this provision in the bill 
for exactly the same reason the all- 
industry committee wanted it omitted. 
They wanted to use it to stretch the 
definitions of unfair practices. The most 
that can be said for this provision is 
that it is unnecessary. On practical 
grounds I feel that it should be omitted. 
That has been done in the fair trade 
practices act laws so far enacted.” 














UNITED INSURANCE COMPANY 


Chicago, Illinois 


FASTEST GROWING COMPANY 
OF ITS KIND IN AMERICA 


Income 1946 
$10,547,513.00 


Income 1944 
$5,818,325.00 


Representatives Wanted 
In The State of Texas, Just Opened 


Specializes on: 
Hospital Insurance 
Monthly Premium Health & Accident 
Weekly Premium Health and Accident 


Full Line of Ordinary Limited Pay and 
Endowment Policies 
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KENTUCKY CENTRAL LIFE 
& ACCIDENT INSURANCE COMPANY 


Anchorage, Kentucky 


| Financial Statement December 31, 1946 
| ASSETS 









































United States Government Bonds.................. 81.93% $5,178,427.30 
First Mortgage Real Estate Notes...............00. 3.84% 242,673.71 
Ny ET RMN a vil os sn ccs a0 oh evs erased wekss 80% 50,860.66 
SEs Siar oak asin his bin disveie a ster gob Sabnwe oe eee 43% 27,275.50 
| ER OORT PERE OEE ET 9.48% 599,107.69 
United States of America Premium Certificates..... 01% 355.82 
SN DNR (6 Ge Seg. Cece sues eho w coe dek ec ces 07% 4,463.62 
Soldiers’ and Sailors’ Civil Relief Act Premium Loans .01% 362.98 
oR RRO DOP ISe SP Reo re Pan 1.18% 75,000.00 
Net Uncollected Premiums..............sseceeeee 2.03% 128,120.60 
Accrued Interest Receivable..............0.+02005: 22% 14,004.44 
100.00% $6,320,652.32 
LIABILITIES 
ee a ee ey $3,722,668.82 
| Reserve—For Non-Cancellable Health & Accident Insurance.... 000.00 
nen AN MINNE ERRNO. v's sigis w'ekciennc'c cis osie ewe 30,680.59 
Reserve—Weekly Indemnity Claims..................eeeeeeeee 36,031.38 
ce ee rr sree et cee 162,133.01 
SI NN a on eid Dh armirnivhie Nigio dain's oisidinss's sis:0% 87,946.45 
Interest Accrued on Agents’ Bond Deposits................++0+ 575.00 
Bills and Accounts Due or Accrued...............0eseceeeeees 18,661.31 
Agents’ and Employees’ Savings for Purchase of War Bonds.... 5,101.47 
State, County, Premium and Federal Taxes Due or Accrued.... 81,278.18 
EES oh 50 4 4's bp wise ico UB WHS % Baw aath6 e9 ose eie 23,186.99 
NIUE MOG Ss. ig cha cscs tive acwcestieeheb once aowcs 6,846.87 
Cost of Collecting Due and Deferred Premiums................. 2,016.72 
CGR DEOTUON 55 <5 5 deo <6 0 65 o FAEG vob W ike ca ce evedes 1,655.52 
eS SS SAP Pe ah, EP ce is ici eee 38.25 
Voluntary Reserve — For Mortality Fluctuation and Lowering 

RONNIE oi 55 sh 5.6 5d -ei wipo's ta sig dba w Ub pea uled on bese nes 00,000.00 
Voluntary Reserve—For Contingencies.................eeee008 300,000.00 
$4,778,820.56 

Sf NN MMII 6 sta tack ae cedads ck. s.0o8ods 004 $600,000.00 

NE Faas notes cau sedNicaw cou sie sd ccc cee kines 941,831.76 
NS i INI rio sas sn alelecoisne aes encninicw en $1,541,831.76 
Total Liabilities and Unassigned Funds................0eeee008 $6,320,652.32 



















































LIFE AND CASUALTY 


INSURANCE COMPANY 
OF TENNESSEE 


OVER TWO MILLION 
POLICIES IN FORCE 


A. M. BURTON, President 


Home Office Nashville, Tenn. 
































Comprehensive Entertainment Bill 
Offered Conferees and Wives j 
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The entertainment program of the 
conference was comprehensive. It in- 
cluded two banquets, a reception, a party 
at a nearby club, golf and bridge tour- 
nament and sight-seeing trips for both 
men and women. Perhaps the high 
spot was a trip to the Norfolk Navy 
Yard where the U.S.S. Missouri was 
inspected and on board which a group 
photograph was taken. These who took 
this trip also had an opportunity to get 
a good look at the 45,000 ton aircraft 
carrier U.S.S. Midway. 

The speaker at the past president’s 
dinner was Rev. P. Rowland Wagner, 
Central Baptist Church, Norfolk, while 
the speaker at the annual banquet was 
Dr. F. J. Bradley, assistant chief, di- 
vision of tropical diseases, National In- 
stitute of Health, Bethesda, Md. 

A large number participated in the 
golf tournament with scores ranging 
from 73 to 120. The golf trophies were 
awarded permanently for the first time, 
the rotating plan being dispensed with 
this year. The trophy winners were 
J. I. Cummings, first vice-president & 
agency director Empire Life & Acci- 
dent, men’s low gross awarded by Ken- 
tucky Central; P. L. Hay, president 
Bankers Health & Life, men’s low net 
awarded by Southern Life & Health; 
J. H. McCary, president Southern Life 
& Health, men’s second low net; Mrs. 
I. M. Sheffield, Jr., ladies’ low gross 
awarded by Home Beneficial; Mrs. J. I. 
Cummings, ladies’ low net awarded by 
Bankers Health & Life, and J. S. Gould, 
president Reliable Life, and J. W. Mc- 
Cabe, United Life, Fla., who were tied 
for men’s second low gross. 

Mrs. E. H. Speckman was guest of 
honor at the ladies’ bridge tournament 
and was presented with a beautiful pair 
of earrings by Mrs. G. R. Kendall, 
Mrs. H. G. Zelle won the bridge prize. 
The ladies were taken on a trip to his- 
toric spots and floral gardens, the meet- 
ing being held during garden week in 
Virginia. 

Universal Is Host 


Universal Life of Richmond was host 
to the entire conference at the Piney 
Point Club, located a short distance 
from the hotel. There ‘to see everyone 
had a good time were R. F. Holman, 
president & treasurer; J, T. Smith, sec- 
retary & general manager, and K. C. 
Fowlkes, assistant treasurer, of the com- 


pany. The three Virginia memben 
Home Beneficial, Union Life and Up 
versal Life were hosts at a recept 
preceding the annual banquet. €. 
Dr. Wagner said life insurance peop} 
should derive much satisfaction  froy 
their work because of the contributig, 
of life insurance to the well-being of th 
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individual. “Children,” he asserted 

“thank God for you folks.” He said} 

pleaded with the members of his congr Pr 

gation to purchase life insurance. : Ty 

initials of the conference, I.I.C., meq E 

“individuals interlocking cooperatively; Fi at 
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Taking the initials of E. W. Craig, pre 
ident National Life & Accident, 
presided as immediate past preside 
and E. H. Speckman, president Ke 
tucky Central, president, he stated 
they signified “earth’s wacky chang 
were “evolving higher standards.” 
presidents who were honored were 
R. Leal, vice-president & secretary jy 
terstate Life & Accident, 1927-29; G; ; 


+ 
: 


Kendall, president Washington Natiog 
1929-31; E. Burr, actuary Durh 
Life, 1931-33; P. W. Jones, secret 
treasurer Bankers Health & Life, 19 
36, and E. L. Phillips, president Gy 
Life, 1943-44. 








Kentucky Central 
Distributes Steffy 
Selection Manual 


Complimentary copies of a new indus- 
trial underwriting manual were distrib- 
uted to members of the Industrial In- 
surers Conference through the courtesy 
of Kentucky Central Life & Accident by 
W. L. Newton, vice-president. The 
work of E. W. Steffy, chief underwriter 
and manager claim department of that 
company, it is designed to give a com- 
prehensive rating guide for underwriting 
industrial risks so that they may be ac- 
cepted on a basis similar to ordinary 
risks, both standard and sub-standard. 
Mr. Steffy believes that the industrial 
companies will broaden their social serv- 
ices through scientific underwriting of 
such risks and dedicated his manual, the 
fruit of many years’ work, to the con- 
ference. 

While steady and consistent progress 
has been made in the proper underwrit- 
ing of industrial risks, and one company 
has followed the practice for 11 years, 
Mr. Steffey believes that a manual will 
do much to clarify the thinking of such 
underwriting and will serve as the basis 
for speeding up the development of this 
field. It will serve as a constructive aid 
to the underwriter in identifying impair- 
ments and assigning the appropriate rat- 



























Research work carried on at the Ne alin 
tional Institute of Health was describedi . 
by Dr. Bradley. The taxpayer can fee “98 
real pride in the work being done ing 2! 
research by the various agencies at the . 
institute, he declared. The _ institue™ 2“¢ * 
owns 9%4 grams of radium, the largest - 
store in the world of this precious ee § °™P" 
ment, which is loaned without charge§ ‘SU 
except for insurance to hospitals need- lined 
ing it throughout the country. life. 
«The convention entertainment com- sol 
mittee functioned most efficiently with ioe 
a membership consisting of E. H. Mears, ‘ 
Union Life, Va., chairman; J. R. An a 
thony, Jr., Suwannee Life, and J, | for 
Cummings, Empire Life & Accident, tages 
activities; T. N. Kidd, Home Beneficial § 5 ¢¢ 
and J. T. Smith, Universal Life Va,§ i, op 
welcome, and was assisted by the ladies shou! 
committee with Mrs. H. C. E. Johnson, ing | 
chairman; Mrs. Bascom Baynes, Mrs, |. resig 
M. Sheffield, Jr., and Mrs. Martin BB genc: 
Williams. Mr. Mears was unfortunately § prov: 
unable to attend because of illness. made 

H. C. E. Johnson, president Interstatt# it m 
Life & Accident, presided at the an-§ had : 
nual banquet of the organization, by vi-§ ance, 
tue of his position as chairman of the insur 
executive committee. whic’ 

he sl 

2 not | 
Five New Members } six 
Bring Conference 
Roster to 66 

Five new members were admitted to 
the Industrial Insurers Conference a 
its annual meeting, bringing total mem- 
bership to 66 companies, an_ all-time 
high. The new members come from al 
sections of the country and _ show 
clearly the nationwide geographical dis 
tribution of the membership. They att 
Commonwealth Life & Accident, St 
Louis; Independence Life & Accident, 
Louisville; Provident Indemnity, Philé 
dlphia; Texas Prudential, Galveston, 
and Virginia Life & Casualty, Rich 
mond. 

The officers representing the nev 
members were N. S. Bender, presidemt, 
and M. Lubin, secretary, Common 
wealth L. & A.; W. P. Tate, president, 
and R. C. Day, vice-president, Inde 
pendence L. & A.; R. W. Rogers, vict 
president of industrial agencies, 4 
R. L. Wallace, secretary, Texas Pre 
dential, and E. L. Fidler, treasurer and 
actuary, Virginia L. & C. 

Messrs. Bender and Lubin were at 
companied by their wives and drove ® 
Virginia Beach from St. Louis. 
ings which present knowledge and eH J 
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E. B. Stevenson, executive vice-presi- 
dent of National Life & Accident, told 
the conference that 
there are many life 
companies which 
have sold employe 
benefit coverages 
to many firms and 
yet have no real 
security program 
for their own per- 
sonnel. Group life, 
disability benefits, 
hospitalization and 
pensions are mat- 
ters of vital impor- 
tance to employes 






the Ne E. B. Stevenson of life insurance 
Jescribed i companies. In the 
can fed interest of efficiency, good employer re- 
done lations and morale, such programs are 
's at the just as good for life companies as they 
institue® 2°¢ for other enterprises. : 
> largest In exhaustively covering the various 
ious ele. employe coverages as applied to a life 
t charge insurance company, Mr. Stevenson out- 
Is neej.§ lined a number of cautions. In connec- 
tion with the primary coverage, group 
nt ome life insurance, with such groups as are 
tly with usually found in the industrial field 
Va forces of conference members and with 
R rs an average distribution of such field 
a L force as to age, it should be possible 
id J. i for the average company to give this 
\ccident, coverage for contributions of less than 
nei 60 cents a month per $1000. He said it 
i. Va, is only reasonable that these contracts 
1¢ ladies # should include the privilege of convert- 
johnson, § ing to a permanent form if the agent 
Mrs.1§ resiens or is dismissed and that no evi- 
oe dence of insurability should be required, 


providing application for conversion is 


ess. made within a reasonable time. He said 


ents of protection afforded by the group 
insurance without giving him the oppor- 
tunity to replace it. 

He termed it a fairly common practice 
to include a provision which will con- 
tinue part of the insurance, 20 or 25% 
after retirement of the insured employe. 
He said one variation of this is to pro- 
vide for a gradually reducing amount of 
non-contributory cover after retirement. 

In connection with temporary disabil- 
ity allowances, Mr. Stevenson said that 
while contractual and contributory bene- 
fits are desirable in most types of insur- 
ance, there are many who believe that 
in the field of disability, whether tem- 
porary or permanent, it is not one in 
which happy results will come from con- 
tractual plans. There is no similar ob- 
jection to making hospitalization cover- 
age contractual, because one is not likely 
to go to a hospital or undergo an opera- 
tion for the sake of the hospital and 
surgical benefits, he said. 

In connection with pensions for re- 
tiring personnel, Mr. Stevenson said that 
unfortunately too many companies still 
follow haphazard methods. He said, 
however, that a growing number of 
companies face the situation squarely 
and have established sound retirement 
plans under which the company, on the 
one hand, knows exactly what it is going 
to cost it to grant retirement allow- 
ances, and the employe knows all 
through his period of employment the 
basis upon which his post-retirement in- 
come will be figured. 

Mr. Stevenson said each company has 
its individual problems, but as a_prac- 
tical matter, the range of age choices is 
limited. A retirement age later than 
70 wilt cost little, but will hardly solve 
many problems. On the other hand, a 
retirement age earlier than 60 will seem 
unreasonably early to employes when 
they realize that a substantial reduction 
in income must be faced, and to the 
company when heavy cost is counted, 
not only of pensions themselves, but 
also of loss to the organization of em- 
ployes at the height of their powers. 

He said the more a company views its 
pension plan as a beneficent undertak- 
ing to take care of old employes who are 
unable to continue work, and the less 
weight given to the plan as a means to 
improve efficiency and morale by speed- 
ing up promotions and replacing em- 
ployes who have slowed up with young- 
er workers, the more likely the com- 
pany is to postpone the retirement age 








iterstalt} it must be assumed that if the agent as long as possible. When these views 
the at-§ had not been provided the group insur- are reversed, the company will probably 
, by vi § ance, he might have provided his own want to fix retirement age as early as 
of the insurance under an individual policy possible. 
which would have been permanent. If Whatever the current cost, it should 
=== Ff he should leave the company, he might not be assumed that the company with- 
not then be insurable, and it would be out a retirement plan is escaping the 
EFS Ff unjust to deprive him and his depend- age. 
’ 
itted to if is 
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1 HIGHLIGHTS FROM OUR 1946 ANNUAL STATEMENT 
rom all INCREASE 
s 
cami | ADMITTED ASSETS ......... $ 2,980,344.27 23.12% 
hey aft (ADMITTED ASSETS 1945)................. 2,420,743.81 
a PREMIUM INCOME ........ $ 1,926,746.66 20.30%, 
Phila (PREMIUM INCOME 1945)...............2. 1,601,638.61 
vom POLICY NET RESERVES...... $ 2,314,351.40 25.03%, 
(POLICY NET RESERVES 1945)............. 1,850,975.03 
a ee ee $ 366,078.65 19.26%, 
ate CE FOUN ksi i AR 306,959.36 
— INSURANCE IN FORCE..... $35,472,880.00 18.79%, 
S, vice (INSURANCE IN FORCE 1945)............. 29,860,913.00 
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A Background of Service 


Those principles of cooperative action which 
underlie the structure of insurance, are equally 
fundamental to the success and value of the 
Industrial Insurers’ Conference. This great 
organization is now entering upon its thirty- 
seventh year of service to our business, and the 
Washington National as a member company 
extends congratulations to the I. I. C. on a job 
well done together with best wishes for a pro- 
ductive future. 


% 
WASHINGTON NATIONAL 
INSURANCE COMPANY 


CHICAGO 
Executive Offices: Evanston, Illinois 
George R. Kendall, President 
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One of the STRONGEST Life 


Insurance Companies IN AMERI CA! 


You can readily see this in "one easy lesson." 


OUR ASSETS 


$33,368,954.64 
L E S S OUR LIABILITIES 
29,746,063.98 


EQUALS 
CAPITAL AND SURPLUS $3,622,890.66 


The strength of a life insurance company is largely determined by 
the ratio of its assets over its liabilities. The 100 largest life insurance 
companies in America combined, at the close of 1945, had an aver- 
age ratio of 6.6%, assets over liabilities. In 1946 the Home Beneficial 
had a ratio of 12% assets over liabilities. This means that fof each 
$100.00 of liabilities in 1946 the Home Beneficial had $112.18 of 
assets. This high ratio of assets over liabilities is a reservoir of strength 
and security for policyowners. It is an outstanding record of con- 
servative management and conclusive evidence that the Home Bene- 
ficial is one of the strongest life insurance companies in America. 


WHAT WE OWN 


OUR OBLIGATIONS 





Home Beneficial Life Insurance Company, Inc. 
"The Home of Protection" 


HOME OFFICE RICHMOND, VIRGINIA 

















PALMETTO STATE LIFE 
NGURANCE COMPANY 


Industrial and Ordinary 
Lite, Health and 
Accident Insurance 


Me 


cost of such a plan. It is certain that 
companies are not going to turn their 
superannuated employes adrift without 
any income. Companies without any 
arrangement for retirement will either 
keep the elderly employes on the pay- 
roll performing their work inefficiently 
and disturbing the morale of more accu- 
rate personnel, or they will provide pen- 
sions on an arbitrary basis. Either 
course will be at least as expensive as 
the straight-forward course of providing 


a 
for these benefits currently. : 
The unfortunate part of either plan g 
putting off the evil day is that the cog 
will be deceptively low at first, but 
increase progressively and will finally 
almost prohibitively high. Those com. 
panies which feel that they can beg 
serve their personnel by purchasing ; 
group annuity plan from another com. 
pany should do so; it is vastly better 
purchase a plan from another compapy 
than to have no plan at all. , 








ee 


Stronger Legislative Interest Shown 
at Industrial Insurers Conference 


(CONTINUED FROM PAGE 16) 





& Health and president of the confer- 
ence 1940-42. Mr. Keeble read the me- 
morial for J. R. Cole, late president 
Home Beneficial, prepared by T 

Kidd, assistant manager ordinary de- 
partment Home Beneficial. The memo- 
rial for P. M. Estes, director Life & 
Casualty at his death and a former 
president, was given by H. N. Lukins, 
vice-president and general attorney 
Washington National. : The memorial 
for G. W. Ford, former vice-president 
Kentucky Central, was prepared by 
E. H. Speckman, president of the com- 
pany, and for J. C. West, former presi- 
dent of Missouri, by H. G. Zelle, presi- 
dent of that company. Because of the 
recent death of C. O. Milford, former 
president Franklin National, a memorial 
will not be read until the next meeting. 


Easing Maldistribution 


J. S. Gould, president Reliable Life, 
suggested in his thought provoking ad- 
dress on the ‘“Maldistribution of Insur- 
ance” that more space be given on the 
industrial application to the insurance 
already owned by the applicant. That, 
he said, is as important as the physical 
condition of the prospect. The amount, 
plan, and mode of premium payment 
of present insurance and approximate 
income of the applicant should be in- 
cluded. He exhibited a survey record 
card used by Reliable Life to summarize 
the life insurance carried which is help- 
ful in indicating the distribution of the 
insurance owned. He criticised some 
practices of industrial companies and 
said maldistribution is an evil which 
should be corrected. 

No line of insurance is immune from 
proposals for the state to take over the 
insurance business, H. R. Gordon, man- 
aging director Health & Accident Un- 
derwriters Conference, declared. Acci- 
dent and health is the most vulnerable 
at the moment and hence the most 
easily attacked. Life, fire and casualty 
insurance are all equally subject to the 
same arguments for state or national 
insurance. 

Mr. Gordon said he did not view the 
future with pessimism. Changes will 
be made and should be made, but he 
said the accident and health business 
has the ability to look ahead wisely and 
suggest constructive changes that bene- 


— 


fit the public and the business. Whi 
it cannot remain passive ‘legislativewige 
it should be constantly seeking ney 
laws to improve the coverage, provid 
more protection and thereby serve ; 
disability conscious public. 

No man 40 years of age with a 
$100,000 estate can afford not to give 
some of it away, J. F. Finlay, counsel 
Interstate Life & Accident and chajr. 
man laws and legislation committee 
stated in commenting briefly on varioys 
legal aspects. He urged that advantage 
be taken of the privilege of giving away 
$3,000 to as many people as the indi. 
vidual pleases during the year without 
payment of tax. Hearings will open in 
Congress starting May 20 on the 
amended railroad retirement act which 
would go into eff@et July 1. He pre 
dicted that income taxes would be cut 
across the board with a 20% cut in the 
lower brackets and 10% cuts in the 
higher income levels. 

The manager is the key in solving 
the problem of agency turnover, Rufus 
White, agency manager Pilot Life, de 
clared. The manager and assistant 
manager must be thoroughly sold on the 
program decided upon by the home of- 
fice. The solution to agency turnover 
is a five-fold one: acknowledgement of 
its own responsibility by top manage- 
ment; recognition that the manager js 
the key; proper selection, training, stin- 
ulation and supervision by the manager; 
development of home office plans to help 
the agent; fair dealing. 

Mr. White suggested that agents are 
not satisfied with their jobs because 
they are not earning a sufficient amoutt 
of money or that they are unhappy in 
their work. The cause of this is due 
to the fact he was not selected properly, 
was improperly trained, was improperly 
stimulated, or did not receive the proper 
supervision. The failure of the agent is 
a direct reflection of home office mam- 
agement and policy, either good or bad. 
If the agent’s pay is raised, his standard 
of performance is reduced. Therefore, 
to raise the standard of performance, 
there must be better training, selection 
and supervision. 

There is a big jump from the position 
of assistant manager to manager. Ord- 
narily, the assistant manager is familiar 











Ashley C. Tobias, Jr., President 
Home Office: Columbia, S. C. 




















INSURANCE 








P. L. HAY 
President 








THE BANKERS HEALTH & LIFE 


Macon, Georgia 


“NOT THE LARGEST BUT AS 
STRONG AND RELIABLE AS ANY": 


COMPANY 


PEYTON W. JONES 


Secretary and Treasurer 





























May 16, 


————— 
= 


only wil 
and the 
office W 
tern. 
manage! 
promot 
three-m' 
his Own 
home © 
coming 
school. 
serve tl 
fice, 1n 
sent tt 
school. 
manage 
the bes 
A co! 
state re 
surance 


and sug 
to regu! 
there is 
statutes 
never 

thought 
ity, it s 


of his f 


crease 


Comn 
departn 
brief re 


Ww. J. 
Gulf Li 
Round | 
sociatio 
sessions 
ence. 

U. Ss. 
and J. 
Thorp-s 
Washin 
preside! 
Reynolc 
New Y 
some ti 

The n 
G.R. K 
tional, | 
Nationa 
secretal 
Life; J. 
tary In 
Scherr, 


E. R. 
and Mrs 
for a |} 
The Le 
daughte 
had bee 


R. W 
Los An 
pany in 
ference. 
busines 
planned 
Smith ] 
ter, Bev 
Nashvil 

M. B. 
the con 
“Virgin 
trade p 
relatior 
sisted | 
tails. 





6, 1947 






























LIFE INSURANCE EDITION 











May 16, 1947 


— 
———S 
= 


only with the activities of one manager 
and these may not be what the home 
office wishes him to follow as a_pat- 
tern. Pilot Life brings the assistant 
manager who is being considered for 
promotion to the home office for a 
three-month training period. He pays 
his own way there by doing jobs the 
home office wants done, such as be- 
coming an instructor in an home office 
school. He is given a chance to ob- 
serve the management at the home of- 
fice, in various districts and is finally 
sent to a L.I.A.M.A.. management 
school. It is not good to shoot a new 
manager into a district and hope for 
the best, he observed. 

A comprehensive picture of industry 
state regulatory legislation to bring in- 
surance supervision into conformity with 
P. L. 15 was given by B. E. Shepherd, 
manager. Life Insurance Association of 
America. Pointing out that the fair 
trade practices bill is of most concern 
to the life business, he said it may be 
used as a back-door method of regulat- 
ing fire and casualty rates because of 
the existence of inadequate rating laws 
and suggested that it might also be used 
to regulate life insurance rates for which 
there is complete absence of rate control 
statutes. While such a situation was 
never intended or contemplated and 
thought to be a highly unlikely possibil- 
ity, it should not be ignored. 

Under the all-industry program, there 
has been substantial progress made 
toward an adequate strengthening of 

(CONTINUED ON LAST PAGE) 


Beach Sidelights 


E., H. Speckman, president Kentucky 
Central and retiring conference presi- 
dent, and Mrs. Speckman drove from 
Louisville and were accompanied for the 
first time by their daughter Elaine, who 
was a nurse’s aide during the war. 

R. W. Baxter, president Rio Grande 
National, was accompanied by the oldest 
of his four sons, R. P. Baxter, vice-presi- 
dent and agency supervisor. Three of the 
sons, R. P., T. B., and M. W., are asso- 
ciated with the company and the young- 
est, W. B.. is in his second year at Texas 
Tech. 

E. H. Mears, president Union Life, Va., 
general chairman of the convention com- 
mittee, was unable to attend because of 
a minor operation performed the week 
prior to the meeting. 


H. M. Stewart, executive vice-president 
Prudential, was a guest and took a bow 
from the floor. 

O. T. Hogan, president United, and his 
son, J. R. Hogan, vice-president United, 
drove to Norfolk, which they looked over 
with the intention of opening a district 
office there shortly. They were favorably 
impressed with the prospects. United is 
expected to make $75,000 industrial in- 
crease this year. 

Commissioner Bowles of the Virginia 
department was a guest and made a few 
brief remarks. 

W. J. Hamrick, agency vice-president 
Gulf Life, was a speaker at the Southern 
Round Table of the Life Advertisers As- 
sociation meeting which was holding its 
1° gma at the same time as the confer- 

ce. 

U. S. Oulliber, executive vice-president, 
and J. T. Reynolds, executive assistant 
Thorp-Southeimer Life, took a plane to 
Washington along with H. G. Zelle, 
president Missouri, and Mrs. Zelle. Mr. 
Reynolds planned to visit his mother in 
New York, whom he had not seen for 
some time. 

The nominating committee consisted of 
G. R. Kendall, president Washington Na- 
tional, chairman; E. W. Craig, president 
National Life & Accident; P. W. Jones, 
secretary-treasurer Bankers Health & 
ife; J. R. Leal, vice-president & secre- 
tary Interstate Life & Accident; J. W. 
Scherr, chairman Inter-Ocean Insurance. 


E. R, Le Corgne, president Acme Life, 
and Mrs. Le Corgne went on to New York 
for a brief holiday after the meeting. 
The Le Corgnes have five sons and a 
daughter and this is the first time they 
had been away from their children. 

R. W. Smith, president Unity Mutual, 
Los Angeles, the only industrial com- 
pany in California belonging to the con- 
ference, planned to go to Louisville on 
business after the meeting. Mr. Smith 
planned to return to his desk while Mrs. 
Smith had a reunion with their daugh- 
ter, Beverly, a student at Ward-Belmont, 
Nashville, afterward. 

M. B. Williams, executive director of 








the conference, was guest of honor at a 
“Virginia Gentleman” party tendered the 
trade press by J. Linwood Rice, public 
relations counsel, 
sisted Mr. 
tails. 


Richmond, who as- 
Williams with publicity de- 


AMONG COMPANY MEN 





Columbus Mutual °* 
Names R. A. Clark 
as Controller 


Columbus Mutual Life has appointed 
R. A. Clark controller, a position newly 
created to expedite 
business. Mr. 
Clark has had 18 
years of experience 
in three life com- 
panies and a con- 
sulting actuarial 
firm. For the past 
few years Mr. 
Clark has been ac- 
tuary of Farm Bu- 
reau Life. : 

After graduating 
in 1927 from Wa- 
bash. College with 
Phi Beta: Kappa 
scholastic and Tau 
Kappa Alpha forensic honors, Mr..Clark 
held a teaching fellowship in the Uni- 
versitv of Nebraska and in 1935 received 
his master’s degree in-.actuarial science 
from the University of Michigan. He 
is a past president of the. Insurance Ac- 
counting and _ Statistical Assn. and 
served as a member of the Ohio pension 
program commission to study firemen’s 
and policemen’s pensions. 


R. F. S. Hazlett Named Asst. 
Actuary by Shenandoah Life 


ra 
Shenandoah Life has appointed R. F. 
S. Hazlett as assistant actuary. A native 
of New Brunswick, Canada, he received 
his A.B, degree at the University of 
New Brunswick, having specialized in 
mathematics. From 1933 to 1940 he was 
with the dominion insurance depart- 
ment at Ottawa and later was employed 
in the actuarial and mathematical de- 
partments of the Massachusetts Mutual 
Life. In 1941 Mr. Hazlett became as- 
sistant actuary of Maritime Life where 
he remained until going to Roanoke. He 
served as a navigator in the royal Can- 
adian air force for three years. He is an 
associate of the Actuarial Society of 
America and of the American Institute 
of Actuaries. 


M. J. Mullen Returns 


Martin J. Mullen, director of pub- 
licity of General American Life, has 
resumed his duties at the home office 
after an absence of four years. A major 
in the marine corps, he was in charge 
of public relations work for a five-state 
area, also handling procurement, recruit- 
ing, transportation and _ rehabilitation. 
While on terminal leave he became ill 
and a major operation delayed his 
return. 

Harry E. Nelson, editor of “Leader- 
ship” and in charge of public relations 
for the past three years during Mr. 
Mullen’s absence, now is devoting his 
entire time to advertising and sales 
promotion literature. 





Clark 


R. A. 


Carnochan to Union Mutual 


John R. Carnochan has been named 
director of sales training of Union Mu- 
tual Life. He has been in the training 
division of Equitable Society, which he 
joined following his graduation from 
Princeton. He was with that company 
in Atlanta, Syracuse and Portland. He 
had three years army service, being dis- 
charged as a captain. 


R. H. Christman, secretary of the 
Marshall Insurance Agency, Abilene, 
Kan., has resigned to join National 
Fidelity Life of Kansas City as super- 
visor for southeast Kansas with head- 
quarters at Pittsburg. His agency 
has represented National Fidelity Life. 


Mutual Life Makes 
Two Promotions 


in New York 


NEW YORK—Harry..Gillis has been 
promoted to superintendent of the pol- 
icy loan division of Mutual Life and 
E. W. Wider has been appointed office 
manager of the central service office in 
New York City. é 

Mr. Gillis has been acting superinten- 
dent since December, 1946. For 10 years 
prior to that he was superintendent of 
the central service office: in New York. 
He joined Mutual Life in 1908 as a 
clerk in the Boston agency. Since then 
he has served in agencies in Atlanta, Al- 
bany, and Chicago. 

Mr. Wider has been acting head of 
the central service office in New York. 
City since December, 1946. He has been 
with Mutual Life since 1922 in the cen- 
tral service office, Cunningham’s agency 


in New York City and in the home of- 
fice. He was named an agency assistant 
in the home office last June after leaving 
the navy. 


R. H. Richards Advanced 


Riley H. Richards has been elected 
assistant superintendent of bonds of 
Equitable Life of Iowa. He joined the 
company March 1 following five years 
as a financial analyst for the securities 
and exchange commission and _ five 
years as a security analyst for United 
States Steel Corp. and a New York 
trust company. 


Little to Prudential H. O. 


John M. Little has been appointed 
regional manager. in the home office of 
Prudential. He will have supervision 
over industrial sales and service activi- 
ties in New England. He has been 
manager at St. Johnsbury, Vt. 


Weltmer Again Editor 


Henry J. Weltmer has resigned as 
agency secretary of National Fidelity 
Life, Kansas City, to operate several 
Kansas newspapers, including the Nor- 











ro} et) 1 -te)-0 ms to security and contentment 


which takes care of you and your family today 
... and tomorrow . . . is planned economy 
offered by modern life assurance services. 


Sun Lire or GANADA 














Ray E. Button, Reinsurance Director 








REINSURANCE 


LIFE — ACCIDENT — HEALTH 


ALLIANCE LIFE 


- Insurance Company 


Complete 


Service 


Chicage 











| 











22 


HteNATIONAL UNDERWRITER 








es 
May 16, 1 i May 16, 














tonville “News,” Meriden “Advocate,” 
and Perry “Mirror.” He was for a time 
associate editor of the “Insurance Mag- 
azine” of Kansas City, and previously 
had operated the Henry J. Weltmer 
Sons agency at Hiawatha, Kan., with 
his father for eight years. During that 
time he was active in the affairs of the 
Kansas Assn. of Insurance Agents. 


Rejoins Bankers Home Office 


R. L. Brockett has joined the sales 
training division of the Bankers Life, 
Iowa, and will assist in the preparation 
of sales promotional material and in 
conducting the sales training program 
for the field force. A native of Des 
Moines, Mr. Brockett was employed in 
the tabulating division prior to entering 
Drake University in 1942. He returns to 
the company from Oklahoma City, 
where he was an assistant agency man- 
gional sales conference for Arizona and 
developing sales promotional material. 


CHANGES 


Minn. Mutual Names 
Four General Agents 


Minnesota Mutual has appointed as 
general agents: Raymond G. Gregory, 
Oak Park, Ill.; T. R. Nagle, New Or- 














Central building, Seattle, with L. W. 
course. Krikava as manager. A complete branch 

Mr. Nagle has 14 years experience in office setup with a cashier will be in- 
all phases of life insurance. The past stalled in Seattle as soon as possible. 
three years he has been associated with Mr. Krikava formerly was agency su- 
Home Life of New York as agency field pervisor in Fresno for the northern Cal- 
assistant. Mr. Berglund was formerly ifornia department. He was born in 
with Metropolitan Life and Bankers Cottonwood, Cal., in 1915, entered life 
Life & Casualty. Mr. Clarke served in insurance in 1937 and joined Reliance as 
the army air force. Before that he had a district manager in 1946. He is a 
been in the life insurance business. former president of the Central Cali- 
fornia Life Underwriters Assn. Reliance 
representatives who will be included 
in the new northwestern de- 
partment include Richard Barrett, B. E. 
Browne, K. R. Greene, RSs: 
Heiden, Donald MacDonald, District 
Manager H. A. Malmberg and Orval 
‘E. Wiltse of Seattle; Kenneth 
Gideon of Winslow and _ District 
Manager J. W. Torrence of Longview, 
Wash. 


mer Carnegie Tech life insurance 





Mutual Life Names 


Canadian Managers 


Mutual Life of New York has ap- 
pointed Robert S. Bawlf manager of the 
newly established agency in Vancouver, 
Canada, and T. Harry Bulloch manager 
of the Winnipeg agency. Installation 
ceremonies were held for Mr. Bawlf on 
May 12 and for Mr. Bulloch on May 9. 

Mutual Life ceased writing new busi- 
ness in Canada in 1932, and last month 
resumed active operations in that coun- 





Hammer Ashland Manager 


North American Life & Casualty has 
appointed Elmer O. Hammer manager 
at Ashland, Wis. He formerly was with 
Metropolitan Life at Ashland and Iron- 
wood, Mich. : 


Wilson to Vancouver 


John A. Clark, Travelers manager at 
Vancouver, B. C., has retired and is 
succeeded by George B. Wilson, assist- 
ant manager at Winnipeg. 


y. 

Mr. Bawlf has been training assistant 
in the agencies department of Mutual 
Life. He is a native of Winnipeg, and 
attended Georgetown University and 
the University of Manitoba. 

Mr. Bulloch, also a native of Winni- 
peg, is a graduate of Wesley College. 
He joined Mutual Life at Winnipeg in 
1922. In 1945 he was appointed a train- 
ing assistant at the home office. 
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POLICIES 


Union Central to 
Adopt 2 1/4% Reserve 


—__ 


Cal. C 
Bill Be 












leans, R. H. Berglund, -Bloomington, 
Ill, and J. S. Clarke, Lincoln, Neb. 

Mr. Gregory has been in the life in- 
surance business for 26 years, in recent 
years with United Benefit Life and Mu- 
tual Benefit Health & Accident, having 
built up a record as a highly successful 
producer. He is a graduate of the for- 





Reliance Life Sets Up 
Northwestern Department 





What this country 
needs is more 
mutual trust , 
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Welch to Baton Rouge Post 


J. A. Welch has been named district 
manager at Baton Rouge for Penn Mu- 
tual Life to succeed the late George 
Reddy. Mr. Welch is an army air force 


Reliance Life has extended its field veteran and is active in the Rotary Club. 
operations by establishing a northwest- 


ern department with headquarters at 824 J W. Piner to Topeka 





Joe W. Piner has been named man- 
ager of Jefferson Standard Life at To- 
peka, succeeding Hudson Lansdell, who 
has gone to Jackson, Miss. 


Balt. Life Advances Two 


Philip J. Haushalter, agent in Pitts- 
burgh, has been placed in charge of a 
staff in that district, and John F. Dic- 
kard, agent in Baltimore, has been ap- 
pointed a staff superintendent in his 
district by Baltimore Life. 








Stevens in Cleveland Post 


.Great-West Life has appointed Har- 
old E. Stevens supervisor of the group 
—, brokerage departments at Cleve- 
and. 





Grant to Supervise Branch 


Wesley McD. Grant has been ap- 
pointed supervisor of the Rochester of- 
fice of Provident Mutual. He will assist 
J. Stinson Scott, general agent for west- 
ern New York. 

Mr. Grant is a graduate of the Uni- 
versity of Rochester and a member of 
Alpha Delta Phi fraternity. He re- 
entered life insurance with Mr. Scott 
after receiving his army discharge as a 
captain and was the leader in sales vol- 
ume for the Rochester office in 1946. 





Robert H. Magruder, who has been 
an outstanding personal producer at 
Mexia, Tex., for Amicable Life, has 
been appointed district manager at 
Beaumont. 

Joseph H. Hirschbach has been an- 
pointed a district agent of Old Line Life 
at Fond du Lac, Wis., in the general 
agency of Grant J. Nault. 


Franklin Agencies “Battle” 


As a result of the competitive spirit 
aroused when the southern California 
division of Franklin Life challenged the 
Alabama division to an April sales con- 
test, a rash of such battles broke out 
between various agencies and divisions. 
The contests have been responsible for 
an increase of 200 to 300 sales per week 
Over previous averages this year. 
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Clifford O. Boggess, editor of pub- 
lications of California-Western States 
Life, has returned to his office after a 
two-weeks’ convalescence following af 
appendicitis operation. 
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ACCIDENT 


Cal. Compulsory Health 
Bill Believed Doomed 


SAN FRANCISCO—With the action 
of the senate judicial committee in tab- 
jing Governor Warren’s state compul- 
sory health insurance bill, which would 
place doctors under a state board to op- 
erate the plan and including many other 
features objected to by physicians, busi- 
ness interests and insurance, it appears 
now to be doomed for complete defeat at 
this session of the California legislature. 
Attempts are being made to put the 
companion assembly bill through but in 
view of the decisive action by the sen- 
ate committee, it 1s probable that the 
measure will meet the same fate in the 
assembly committee, to which it was re- 
referred after being amended exten- 


sively. 


Newark A. & H. Men to Hear 
about “Screwball Selling” 


The Newark Accident & Health Un- 
derwriters Assn. will meet for lunch, 
Tuesday, May 20, at the Newark Ath- 
letic Club. The guest speaker will be 
F. A. Ditmars, president of the Life In- 
surance & Trust Council of North Jer- 
sey, and chairman of the legislative 
committee of the New Jersey State 
Assn. of Life Underwriters. He is with 
the Mercer Agency of Massachusetts 
Mutual in Newark. His topic will be 
“Screwball. Selling,” his theme being 
that unorthodox methods, coupled with 
a reasonable use of humor, not only 
help sales, but make selling fun. The 
association’s outing will be June 17. 








To Boost Health Coverage 


Insurance and medical leaders will 
join forces the week of May 19-24 to 
stage San Francisco’s voluntary health 
insurance week observance. F._ V. 
Keesling, president West Coast Life, 
will be chairman of the event, sponsored 
by the California committee for volun- 
tary health insurance. 

G. W. Kemper, Fireman’s Fund In- 
demnity, will address some 400 business, 
civic and professional representatives at 
an inaugural dinner May 19. Dr. 
J. W. Cline, president California Medi- 
cal Assn., also will speak, as will Leon 
Happell, past state commander Ameri- 
can Legion, and Ned Burman, member 
of the California committee. Garret 
McEnerney II, San Francisco attor- 
ney, will preside. San Francisco’s will be 
the 35th county campaign conducted by 
the California committee. 


Columbus A. & H. Men Elect 


The Columbus (O.) Assn of Accident 


& Health Underwriters has elected 
Warren L. Schwochow, Beacon Mutual 
Indemnity, president; J. H. Garrett, 


Business Men’s Assurance, vice-presi- 
dent, and Elbert E. Richey, Mutual 
Jenefit H. & A., secretary-treasurer. 
New directors are Bryan McCullough, 
general agent, and Earl W. High, Occi- 
dental Life. 

George H. Saville, director of public 
relations of the Ohio State Medical 
Assn., spoke on “Uncle Sam, M.D.” 





Movies at Milwaukee 


At the May meeting of the Accident 
& Health Underwriters of Milwaukee 
two movies were presented under the 
lirection of Alfred K. Perego, Wiscon- 
on National Life, past president. One 
vas an Elmer Wheeler film, “Sales 
Technique,” and the other “The Search 
or Security,” produced by the Institute 
f Life Insurance. 


iss Haskell Elected President 


Miss. Margaret Haskell, Loyalty 
sroup, was elected president of the 
-hicago women’s division of the Na- 
ional Assn. of Accident & Health 
nderwriters at the inaugural meeting. 
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Other officers are Shirley Peterson, F. Phillips, Siluria, Ala., president Buck dexter. 
Conkling, Price & Webb, vice-president; Cotton Mills and Valley Mills, Inc.; The company began business as a stock 
Irene Cada, Continental Casualty, sec- William G. Dunn, Parrott, Ga., capital- company with $108,440 capital and 


retary; Gertrude Bonkowski, Moore, 
Case, Lyman & Hubbard, treasurer and 
Carrie Grae, Hooper-Holmes, publicity 
chairman. 

The group has 19 members. Meetings 
are planned for the first Thursday of 
each month. 

Speaker was E. H. O’Connor, man- 
aging director Insurance Economic 
Society. ‘ 


National Fidelity Life of Denver has 
applied for admission to California to 
write disability lines only. It is affili- 
ated with United Insurers Service Co. of 
Los Angeles, which is named attorney 
for service. The original member of the 
group was United Insurers, a reciprocal. 


COMPANIES 


Empire Life New Okla. 
Company; L. A. Sale Pres. 


Empire Life of Oklahoma City has 

been formed by a group of Oklahoma 
business men. Lewis A. Sale, president 
and manager, was for ten years with 
Standard Life of Oklahoma City. The 
financial setup includes $50,000 paid in 
capital and $100,000 paid in as surplus, 
common stock of $1 par value being 
sold at $3 a share. 
_ W._H. Hoster, president Star Manu- 
facturing Co.; R. Lewis Barton, oper- 
ator of a string of moving picture 
theaters, and Neal Barrett, vice-presi- 
dent and public relations director of the 
Oklahoma Railway Co., were elected 
vice-presidents and George H. McElroy, 
attorney, secretary-treasurer and gen- 
eral counsel. 

Others on the board are Roy Jones, 
grocer; L. €. Pollock, Federal Savings 
& Loan Assn.; Ralph Ball, Hudgins- 
Thompson-Ball; architects and engi- 
neers, and G. H. Westby of Westby 
Seismograph Co. All officers and direc- 
tors are from Oklahoma City except 
Mr. Westby, who is from Tulsa. 











Guaranty Reserve Life 
of Colorado Reorganized 


DENVER—Guaranty Reserve Life of 
Fort Collins, Colo., is reorganizing fol- 
lowing the suggestion of Commissioner 
Kavanaugh. It has about 75,000 policy- 
holders in Colorado and New Mexico. 
Part of its assets are invested in slow- 
moving farm mortgages, which are 
thought to be good, but which require 
careful handling, according to Mr. 
Kavanaugh. John Sherritt of Albu- 
querque, who did not seek reelection as 
president at the annual meeting, has 
been succeeded in that office by Otto 
Friedrichs, Denver insurance attorney. 
New directors were named to work with 
him in the reorganization. 

Representatives of the Colorado de- 
partment are in New Mexico appraising 
lands in which company funds are in- 
vested, and examiners are going over 
its books to learn its exact financial 
condition. Mr. Kavanaugh said he felt 
sure the company could be put back on 
a sound basis within a reasonable time. 
“In my opinion there is no cause for 
alarm on the part of the policyholders,” 
he said. Mr. Friedrichs said: ‘“Nego- 
tiations now are under way with sub- 
stantial financial interests to take over 
the permanent management of the com- 
pany and it is expected that this will 
be done in a very short time.” 





Coastal States Life on 
Stock Basis; New Directors 


ATLANTA — Coastal States Life, 
which converted to a stock company 
Jan. 1, under Georgia laws, has com- 
pleted organization and directors have 
been named. President C. H. Poindex- 
ter states that they include Jack Sal- 
vador, Toccoa, Ga., vice-president and 
general manager LeTourneau Co.; Fred 


ist; C. E. Dorsey, Elba, Ala., president 


Dorsey Trailers, Inc., and Dorsey 
Trailer Export Co.; Dr. Thomas A. 
Dover, physician, Athens, Ga.; A. B. 


Tanner, secretary Coastal States Life; 
W. K. Gunter, Jr., vice-president Derry 
Damask Mills, Gaffney, S. C.; Dr. Hugh 
E. Weyman, physician, Columbia, S. C.; 
J. R. Kendrick, vice-president Coastal 
States Life; G. E. Hutchinson, Baxley, 
Ga.; M. F. Brice, president Brice Bank- 
ing Co., Vidalia, Ga.; D. F. McClatchey, 
attorney, Atlanta, Ga., and Mr. Poin- 


$100,998 surplus, assets of $1,053,719 and 
insurance in force of $17,090,000. It is 
now licensed in Georgia, South Caro- 
lina, Alabama, Florida and Louisiana. 


Gibraltar Life Incorporated 


Gibraltar Life of Dallas has been in- 
corporated as a stock legal reserve com- 
pany and has been licensed to begin 
business May 25 with an authorized 
capital of $250,000 and_ surplus of 
$50,000. The company will write non- 








per thousand? 


HELENA 


R. B. RICHARDSON 
President 





New Business Costs 


Average about the same for 
the Western Life as for other companies of our size and 
age. But the distribution pattern is different. Little goes 
for swank. The savings are channeled right into our 
Fieldmen’s contracts. So is it any wonder that the agent 


who writes good business earns an above-average income 


WESTERN LIFE 


INSURANCE COMPANY 


Since 1910 


Insurance in Force Over $124,000,000 


MONTANA 


LEE CANNON 
Agency Vice President 

















Your BIGGEST and BEST MARKET 


The birth rate for !946 reached 
a new high and 1947 is ex- 
pected to even surpass this 
record. Life underwriters can 
render a lasting service to these 
future citizens and at the same 
time increase their own income 
by selling our attractive 


For particulars and sample folder write to 
WM. D. HALLER, Vice President and Agency Manager 


JUVENILE POLICY 


UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Concord, New Hampshire 















24 





HieNATIONAL UNDERWRITER 





May 16, 194) 








par ordinary with both waiver of prem- 
ium and double indemnity benefits. It 
will use the American experience 3% 
on the Illinois standard table, and 
American experience 312% on full pre- 
liminary term reserve basis. 

William E. Nettle is president and 
W. T. Weaver is secretary. 





Must Enter Cash Transactions 


The Illinois department, following an 
examination of Valley States Life, Chi- 
cago, has ordered the company to 
record all cash transactions in the book 
of accounts. The report states that the 
company has made deposits and check 
withdrawals without making entries. 

The company has assets of $3,763 
and surplus of $1,161. Insurance in 
force is $66,130, a decrease since the 
last examination. 





Reserve Life of Dallas has applied for 
a license in California. 








Israelson New 
Utah President 


SALT LAKE CITY—At the annual 
sales congress of the Utah Assn. of 
Life Underwriters, John A. Israelson, 
Beneficial Life, Hyrum, was elected 
president, succeeding Fallas M. Kelly, 
Mutual Life; M. H. Ridges, New York 
Life, Salt Lake City, vice-president ,and 
Melvin B. Squires, Pacific National 
Life, Logan, secretary. r : 

“Life Insurance—a Basic American 
Institution” was the theme for the con- 
gress. It started with a breakfast spon- 
sored by the association’s Quarter Mil- 
lion Dollar Round Table. Reed W. 
Brinton, New York Life, was in charge. 

At the opening session Dwight L. 
Clarke, president of Occidental Life and 
president of the American _ Life Con- 
vention, spoke on “Security in_ the 
American Tradition.” He called for a 
defense of free enterprise. “Our dy- 
namic economy,” he said, “produced our 
high standard of living, one of its 
fruits being the institution of life in- 
surance, which, in turn, has fostered 
and made secure that same high living 
standard.” He predicted in the years to 
come a greater need for insurance to 
cover disability, sickness, old age, and 
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ATTENTION—Progressive Life Company 
AVAILABLE 


Man under 45 with proven record in Agency 
work both field and Home Office with major 
company. Twenty years experience—Sales, Re- 
cruiting, Training, Managerial and Agency 
building. Ten years ane ce oneal 

i ency Department. Best references re- 
re = og and ability. Capable of 
heading Agency Department of sound progres- 
sive life and accident and health company. 
Confidential interview solicited. Address L-87, 
The National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 

















YOUNG UNDERWRITER WANTED 
One of the fastest growing small life insurance 
companies in the South desires services of 
young, trained Underwriter. Must be capable 
of adapting himself to rapid growth of com- 


pany. Small salary, lots of hard work, respon- 
sibili' and wonderful opportunity. Address 
L-81, The National Underwriter, 175 W. Jackson 


Blvd., Chicago 4, Illinois. 











Don’t Write — 
unless you have a sense of humor 
If you want a tested sales promotion idea 
that will increase your business, add pros- 
pects, get you talked about—write for de- 
tails. The plan is exclusive—only one agent 
in a city may use it. 


F. E. pee 
2123 E. 9th Street, Cleveland 15, Ohio 














“even, perhaps, some form of unem- 
ployment insurance.” 


Three 15-Minute Talks 

Three 15-minute talks were given by 
John J. Shilling, Home Life; Mr. 
Ridges and F, Edward Walker, United 
Benefit Life. 

Stanley J. Stephenson, executive sec- 
retary Utah Foundation, non-profit tax 
study group, spoke at the luncheon on 
“Can We Buy Our Way to Content- 
ment?” He said there is “too much 
government spending,” adding “expan- 
sive use of government funds is an illu- 
sory philosophy, one that will lead to 
a gallop into socialism if not checked.” 

The afternoon session featured an 
estate planning seminar, with Jack W. 
Lawrence, Salt Lake City ordinary 
manager of Prudential, as moderator. 
This was followed by a “Quarter Mil- 
lion Round Table Hour,” participants 
being Oliver L. Richards, Metropolitan; 
E. E. Vandehei, Equitable Society, and 
Mr. Brinton. 

The Beneficial Life 
sang at the luncheon. 


ladies’ chorus 





Forum at Oakland to 
Present 26 Speakers 


A life insurance forum, consisting of 
six panels and two general sessions, 
with 26 speakers, has been arranged by 
the Oakland-East Bay Life Under- 
writers Assn. and the Oakland C. L. U. 
chapter for May 22. 

The theme is “New Problems—New 
Markets—New Methods.” At the open- 
ing session Rilea W. Doe, vice-president 
of Safeway Stores, will speak on “Don’t 
Be Your Age.” At the closing session 
Dr. Ira B. Cross, professor of eco- 
nomics at the University of California, 
will talk on “The Economic Outlook.” 

The panels and the _ participants 
will be: 

“Time—Friend or Foe,’ Dick Benof- 
sky, Mutual Life; Edwin T. Golden, 
New York Life; Elmer E. Scherf, Cali- 
fornia-Western States Life. 

“Make Your Prospecting Pay,” Glenn 
I. Pierce,, State Farm; H. L. Breaken- 
ridge, Equitable of Iowa; George B. 
Pennebaker, Mutual Life, and R. M. 
Henderson, sales promotion manager, 
West Coast Life. 

“Selling the Average Man,” James 


Uren, Equitable of Iowa; Maurice 
Smith, Northwestern Mutual; Irving 


Korb, New York Life, and E. N. Ness, 
Travelers. 

“The Debit Man in 1947,” George W. 
Brown, John Hancock; C. L. Monaghan, 
Metropolitan; F. D. Smith, John Han- 
cock, and Thomas Hidgson, Metro- 
politan. 

“Be Prepared for the Big Buyer,” 
F. W. Dedman, New England; Bert 
Williams, Mutual Life; D. S. Kamp, 
New England Mutual and Samuel Tay- 
lor, attorney, who will discuss com- 
munity property and life insurance. 

“Programming Can Be Easy,” George 
Mortensen, Equitable Society; Herbert 
Hughes, New York Life; Don Burck- 
halter, Mutual Life; Paul Otey, Penn 
Mutual, and Ben Bostick, general 
broker. 


Ream Slated to Head 
Pittsburgh Association 


The Pittsburgh Life Underwriters 
Assn. has nominated for president M. 
Jay Ream, general agent Mutual Bene- 
fit Life; first vice-president, 'C. R. Gies, 
Penn Mutual; second vice-president, 
H. S. Brownlee, Equitable of Iowa; 
treasurer, H. H. Chase, Aetna Life; di- 
rectors, D. W. Hooton, John Hancock 
Mutual; P. Fred Kamens, Northwestern 
Mutual; H. H. Linn, Prudential; C. 
Robert Schar, State Mutual; F. J. Stev- 
enson, Equitable Society. 

Fred H. White, Connecticut Mutual, 
Buffalo, will speak at the May 22 lunch- 
eon meeting on “Prospecting Had Me 
Licked.” 


Wilson Indiana President 


Loyal B. Wilson, Mutual Life, South 
Bend, was elected president of the In- 





diana Assn. of Life Underwriters, suc- 
ceeding Oren D. Pritchard, Union Cen- 
tral, Indianapolis. Hugh Willmore, 
Vincennes, and Herman J. Havens, In- 
dianapolis, are vice-presidents; Lloyd 
Paulin, Anderson, secretary; J. R. 
Townsend Sr., national eommitteeman; 
Miss Lucille Pryor, executive secretary 
and treasurer. 

The association now comprises 21 
local associations with a membership of 
1,800. 


Kansas City Congress May 17 


The Kansas City Life Underwriters 
Assn. will hold its annual sales congress 
May 17 at the Hotel President: There 
are five scheduled speakers. 

Those on the program are: George 
L. Maltby, Equitable Life of Iowa, 
Kansas City, Kan.; Adam Rosenthal, 
district manager General American Life, 
St. Louis; Robert P. Goyne, Mutual 
Life, Little Rock, Ark.; Elmer C. 
Moore, New York Life, Wichita, and 
A. R Jaqua, Southern Methodist Uni- 
versity. 


Northern N. J. Slate 


NEWARK—Nominations have been 
announced for officers of the Life Un- 
derwriters Assn. of Northern New 
Jersey, to be elected at the annual 
meeting next month. They are: Presi- 
dent, Saul S. Vort, Prudential, vice- 
presidents, R. Barney Greene, Connecti- 
cut General Life, and Harry O. Rasmus- 
sen, Penn Mutual; secretary, David A. 
Brumfield, Phoenix Mutual; treasurer, 
J. Robert Dean, Phoenix Mutual; na- 
tional committeeman, Philip J. Tors- 
ney, Metropolitan. 


Elect at San Antonio 


New officers of the San Antonio 
Assn. of Life Underwriters are: 
Jordan, New England Mutual 


treasurer. 

An explanation of the benefits pro- 
vided under the social security laws 
was given by L. E. Bradford, manager 
of the San Antonio social security 
office. 


Membership Drive on Coast 


Charles E. Cleeton, Occidental Life, 
Los Angeles, N. A. L. U. trustee, ad- 
dressed the San Jose Life Underwriters 
Assn. on “What Does It Take to be a 
Successful Underwriter?” 

Mr. Cleeton also met with officers of 
the San Francisco association and out- 
lined an intensive membership cam- 
paign. One feature will be a concerted 
effort to enlist a number of the several 
hundred general insurance brokers who 
do a substantial volume of life insurance. 


Wichita Falls, Tex.—Charles E. Col- 
lins, United Benefit Life, is the newly 
elected president. Vice-president is Dock 
E. Durham; secretary-treasurer, J. V. 
Harrison. | 

Mr. Collins succeeds Harrison Creed as 
president. Both will be delegates to the 
state convention at Houston, June 5-7. 

George Brooks, manager for South- 
western Life at Fort Worth, spoke. 

Dubuque, Ia.—Don Ross, merchandis- 
ing manager of “Successful Farming” 
magazine, discussed the farm market 
and pointed out that improved farming 
practices have made the farming indus- 


try one of the largest in the country, 

Milwaukee—H. R. Smith, Purdue Yq 
versity, discussed a technique he } 
developed for market analysis. 

Durham, N. C.—W. R. Draughon wy 
elected president to succeed Willis 
Whichard; J. C. Lentz, vice-presidey 
and Walter Everiss, secretary. 

Speakers were W. T. Beaty and Georg, 
Elliott of Raleigh, president and mep| 
bership chairman, respectively, of 
state association. 

Nebraska Panhandle — Jack Whe 
Gering, was elected president at the a» 
nual meeting at Alliance. Ivan Childs 
vice-president, and H. E. Early secy 
tary-treasurer. 

Speaker was John A. Carr, manager q 
Omaha for Equitable Society. 

Pittsburgh—P. Fred Kamens, North 
western Mutual, Pittsburgh, will talk , 
“Creative Selling” at the May 26 dinng 
meeting of the Beaver Valley branch at 
Beaver Falls. 

Washington, D. C.—William B. Run. 
ple, manager Metropolitan Life, ig 
new president. First vice-president i 
Charles F. Suter, Berkshire Life; seconj 
vice-president, William J. McCauslang 
Acacia Mutual. New directors are 
Suter, Joseph A. Marr, Penn Mutua) 
Charles R. Jones, State Mutual. The 
will be installed at a meeting June yy 

The more than 250 members and guest, 
heard Harry S. Redeker, secretary jj, 
delity Mutual Life, discuss problems jj 
handling estates. 

Jackson, Mich.—Ear] J. Engle, dean of 
local life men with 30 years’ experieng 
in Jackson, described early days of th 
association in 1920, in a talk at a “pag 
presidents” meeting. He advised young 
members to “have a vision of the bigness 
of your job and a sincere desire fy 
noble service to your clients.” 

J. J. Crouwlier of veterans’ adminis. 
tration discussed changes in N. S. LL 

Roanoke, Va.—F rank L. Savage, Metro. 
politan Life, spoke on “History of Indyg. 
trial Life Insurance”; John F. Proffitt 
Life of Virginia, on “How an Industrigl 
Agency Operates,” and H. J. Baker 
People’s Life, “Selling Larger Policies 
the Debit.” 

Omaha—E. L. Smith has been noni- 
nated for president; C. F. Eisenhart, 
vice-president; Roy K. Barnes, seere. 
tary; Lloyd V. Clark, treasurer; Will F 
Noble, national committeeman, and Cor. 
win L. Hulbert, state committeeman. The 
election is June 19. 

Toledo—Lowell L. Newman, Penn Mt 
tual, Fort Wayne, Ind., spoke Thursday 
on “Maintaining Production.” 


Cincinnati—Lloyd Ramsey, leading pro. 
ducer for State Mutual, Memphis, will 
speak May 16 on “Minor Keys in Doing 
a Major Job.” This will be the closing 
luncheon speaker of the year, the annual 
outing taking the place of the meeting in 
June. 

Austin, Tex.—New officers are: R. X, 
Lewis, Great National Life, president; 
Ben P. Atkinson, vice-president; Cather- 
ine Bailey, Great Southern Life, secre 
tary; W. H. Waters, American Home, 
treasurer. Charles Gaines, assistant di- 
rector of the school of life insurance 
marketing, Southern Methodist Univer. 
sity, told how life insurance solves the 
spiritual, social, physical and economic 
problems of man. ; 


Topeka—Perry Pitcher, trust officer of 
spoke on 
Assisting 
in a discussion period which followed 
Casey of Columbian Title 
& Trust and John Kirk of National Bank 


Central Trust Co., Topeka, 
“Trust and the Underwriter.” 


were Marlin 


of Topeka. 


Indianapolis—Herbert R. Hill, Life of 
Virginia, Richmond, N. A. L. U. trustee, 


will speak May 22. 
Lynchburg, 


and T. M. Funk, vice-presidents, 
George G. McClenny, secretary. 








































Va.—Thomas F Harwood 


has been named president; N. T. Dowdy 
and 
















Wanted for San Francisco 


Old line mutual New England life company wants 
a General Agent between the ages of 32 and 40 to 
head an established agency for San Francisco and 
Northern California. Reply in confidence giving full 
details. Address Box L-85 THE NATIONAL UNDER- 
WRITER 175 West Jackson Blvd., Chicago 4, Ill. 


May 16, 
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Fraternal Society Field Managers 
Debate Problems at French Lick 


(CONTINUED FROM PAGE 3) 








as 
reserve will purchase an annuity at any 
age the agent wants to retire. 

If a man starts the plan at age 30 
and decides to retire at 65, his reserve 
would be $32,659 in the 35 years, which 
would purchase a monthly refund an- 
nuity paying $198.57 per month start- 
ing at age 65. All of the fund belongs 
to the agent or his survivors at all 
times and under all conditions, but are 
withdrawable only under settlement op- 
tions available when he retires. He 
may change the retirement age from 
time to time if he so desires. 

Mr. Neprud said the agents are en- 
thusiastic about the plan and it is a 
sreat incentive to make them and hold 
them as lifetime career salesmen. ; 

The future of the fraternal system lies 
with its young people, Joseph Spencer, 
feld director of Protected Home Circle, 
declared in a talk on “Juvenile Produc- 
tion—As We See It.” 

“Many years ago, before I became a 
field director,” he said, “I heard mem- 
bers of our field force say that if they 
could only get one of their feet inside 
a home, the family would soon be mem- 
bers of our society. Well, that is one 
of the great objects of the juvenile de- 
partment.” He said that with a good 
live junior organization it has been 
found a single child who becomes in- 
terested will talk to perhaps a dozen 
L. I. Mothers, and soon the society’s deputies 
begin to receive phone calls or are 















ndus-@ stopped on the street by parents, and 
he the sale proves to be easy. In any 
‘aie event, the field man is afforded an en- 


ies ong trée into the home, and besides signing 
up some children he frequently sells 
adults. 


nomi- 
sar, § Big P.H.C. Junior Group 
ilk ® The P.H.C. junior group at Sharon 
= is its largest (over 1,600) and meets 
‘“"Bin the home office. The group re- 
Ma hearsed and gave three entertainments 
rsday gin the last winter. All three drew 
packed houses. There are many other 
» pre. activities, and much is made of gradua- 
wil tion in the ritualistic work, with cap 
Doing Band gown, a distinguished out-of-town 
osing § speaker, and other special details. The 
nnual ® children are keenly interested in these 
ng in § affairs, Mr. Spencer said. 

Sharon is a small town—30,000—and 
ee Mr. Spencer said he believes the great- 
ther. @eSt Opportunities for junior production 
ecre- are in the smaller towns. The children 
ome do not have far to go to meetings. 

t di- Some field workers watch birth rec- 
rance @ ords in newspapers for prospects; some 
if offer prizes or gifts such as pencils or 
one buttons to youngsters for names of 
prospects. One field worker conducted 
er of #4 Contest, with a gold star for every 
> on ew prospect written. 
sting P.H.C. has several places where danc- 
owedming classes—tap and_ ballroom—are 
Title given to which only members can go. 
Bank § Many new members are obtained in that 
wav, he said. 
- _ Apnarentlv sufficient emphasis finally 
‘B's being given in fraternalism to train- 
vooim"g agents, Herbert G. Benz of Aid 
wil Assn. for Lutherans declared in a talk 
anion “Training Methods That Click.” 


“It is to be hoped that the trend will 
not be of slight duration.” He said 
the most systematic instruction, ar- 
ranged in most suitable, convenient 
form, often failed to succeed in the past 
because too little emphasis was placed 
on the particular program of the so- 
ciety. This was the result when Aid 
Assn. introduced the field managers’ 
training course, simply offered it to in- 
terested agents and let them study it at 
their convenience. This was comparable 
to the old practice of giving a new 
agent a shiny new rate book and a pat 
on the back. 

Aid Assn. has qualified many agents 
or F.I.C. designation. A big step for- 
ward was organization of a sales’ edu- 
ational department. Training quit be- 











= 











ing a sideline of some established de- 
partment and became a full time task. 
The effect on field force was salutary, 
for it was the serving of notice that 
sales training was to be a serious busi- 
ness and that it considered highly im- 
portant. 


Material Is Important 


Selection of material to be used in 
training is very important, he said. The 
field managers’ course he finds emi- 
nently satisfactory. 

The study program is one of the 
first things explained to a prospective 
agent. He is told he will be expected 
to make a successful career of life in- 
surance selling, and that to do so he 
must devote many hours to study. This 
statement usually weeds out men who 
merely were going to give it a try. 

All Aid Assn’s. new agents are ex- 
pected successfully to pass the course. 
They are asked to complete one ques- 
tionnaire a week for grading, and there 
is weekly reporting for 22 weeks, cov- 
ering full field activities. The agent 
receives graphs, comments and sugges- 
tions for improving his field work. 

An advantage of a home office edu- 
cational department, Mr. Benz said, is 
that it draws agent and home office 
closer together, a relationship “sadly 
lacking” under ordinary circumstances. 
Extra directions, stimulation and en- 
couragement by a supervisory staff go 
far in making training methods more 
effective. 

“Sales training must be a never-end- 
ing endeavor,” he said, “and a study pro- 
gram must be in constant operation.” 

Aid Assn. has done an outstanding 
job of sales production with very great 
increases. The fraternal sales training 
course is used by Aid Assn. for its pre- 
liminary course, and the “Agents’ Serv- 
ice of the Diamond Life Bulletins pub- 
lished by THE NationAL UNDERWRITER 
as the advanced course. It is planned 
to put a third course in operation in due 
time. The D.L.B. course now is made 
available to all agents who successfully 
complete the fraternal course. The 
study units cover approximately nine 
months, and there is an annual class 
which studies from September to June. 

The society also shows sales training 
movies at almost every convention of 
its field men, and has had produced 
three 16 mm. movies in sound-color tell- 
ing the story of life insurance in ven- 
eral and Aid Assn. in particular. Sales 
literature follows points made in the 
courses. Pamphlets used to send to 
prospects deal with needs. 


Sims Talks on Recruiting. 


J. R. Sims, Woodmen of the World, 
Omaha, spoke on “Recruiting in 1946- 
47.” Alden C. Palmer, “Research & 
Review,” Indianapolis, gave a talk at 
the banquet the first night. A business 
meeting was held the second afternoon. 
A number of the managers went there 
early to play golf and have other recrea- 
tion. 

John C. Phillips, assistant to the 
president of Modern Woodmen, told his 
society’s methods of financing new 
agents the first morning. The question 
whether new men should be financed, 
paid a salarv or placed on straight com- 
mission must be answered by the in- 
dividual society, he said. “Make no mis- 
take about one thing in the very be- 
ginning, and that is that the society can 
expect to face financial losses in what- 
ever program is undertaken. There has 
been no plan devised yet that is 100% 
perfect, and so long as we deal with 
human beings we may be sure that in 
some cases the society will be taken for 
a ride in spite of every conceivable pre- 
caution.” 

The new agent must be provided 
enough income so he can live and pay 
his bills. If he has to depend upon com- 


missions alone and is the average pro- 
ducer he’ will require many months to 
get enough business on the books to 
provide a living wage. He is reluctant 
to invest his own capital in another 
man’s business to see whether or not he 
will make good. He feels, Mr. Phillips 
said, this gamble should be taken by the 
society. 

When he starts under a supervisor 
the results are closely watched, but the 
early results usually are not impressive. 
After a month or two it should be pos- 
sible to assay him and get a fair idea 
whether or not ultimately he will make 


the grade. By that time, a substantial 
sum has been invested in ‘him. 

Much depends upon the society’s state 
supervising official, Mr. Phillips said. 
There is a tendency for that official to 
keep an agent on just so long as the 
society foots the bill. The field direc- 
tor thus may have to take a firm stand. 

Another problem is what to do with 
the man who is being financed and 
whose production drops off due to sick- 
ness. It is true if the man were punch- 
ing a time clock in a factory he would 
not be paid for such a period, Mr. Phil- 
lips said, but in life insurance circles 
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his financing usually is continued, for he 
needs the money more than ever in time 
of sickness. It may be that such treat- 
ment will cement his loyalty to the so- 
ciety. 

Modern Woodmen, he said, has been 
financing new men for 3% years, and 
the experience’ has been very good. 
There have been some losses; in spite 
of careful checking of the men. Mr. 
Phillips has found other societies co- 
operative in this matter. 


Three Plans Are Offered 


His society has three propositions for 
new men. They must give full time and 
hold no other jobs, not even as secre- 
taries of M. W. local units. The most 
popular plan advances commissions of a 
stipulated amount each week. If there 
are five pay days in the month he gets 
five pay checks. Each is sent to him 
through the state manager. This gives 
better control and better supervision. 

A weekly record of his production 
is kept for consideration when a pay 
check is to be released. All commissions 
accruing on his written business are 
credited against his account and this is 
a monthly checkup. “We like to see 
a new man earn his advances out of his 
first year commissions only, keeping re- 
newals as a further cushion and margin 
of security for the loan.” An individual 
record sheet is kept, showing potential 
value of first year commissions on his 
business on the books, amount advanced 
in the month, amount of actual commis- 
sions accrued in month, and balance due 
from him. When there is too much dif- 
ference between amount owed and po- 
tential value of first year commissions, 
“all danger signals are flying high and 
wide,” Mr. Phillips said. 

Another plan is based upon premium 
income rather than insurance volume. 
Some men prefer this, but the society 
does not care which is used. 

The third plan calls for advance of 
commissions at the rate of so many dol- 
lars per $1,000 of insurance of all plans 








LEGAL reserve fraternal 

life insurance society for all 
Lutherans on 3% American Ex- 
perience reserve basis. Twenty- 
nine years old — $175,820,660.00 
in force. Mortality experience 
1946—21.95%. Rate of assets to 
liabilities—108.70%. 

* 


Our new agents’ contract, with 
retirement program, has been 
enthusiastically received by our 
agency force. You, too, will be 
interested. 


* 


and kinds except juvenile and term. There 
is a ceiling of $300 per month. All 
plans call for the society to hold com- 
missions which accrue and apply them 
against commissions advanced. Such a 
provision is in all contracts with new 
men, ‘however, M.W. with each check 
includes a slip explaining the sum is 
an advance against future commissions. 
This is done because of a controversy 
arising in Pennsylvania in which the 
agent insisted he thought the checks 
were salary and not chargeable against 
commissions. 

Mr. Phillips greatly favors financing 
new agents, as it is a very important 
means of hiring and keeping producers. 
It will work well if properly adminis- 
tered and if the home office steels it- 


self against pleas to go along a little 
more with poor and mediocre agents. 

It has been found the financed men 
produce on the average double the 
amount of new business produced by 
other new men put to work on straight 
commission basis: It is advantageous to 
finance a man because then the state 
supervisor does not leave him to sink 
or swim. He is better supervised. By 
and large, the financed man is of higher 
caliber, Mr. Phillips concluded. 

Modern Woodmen has financed only 
a handful of women. They did not pan 
out and no longer are on the active list. 
The society does not object to financing 
women and is willing to do as much 
for them as for men, under the same 
terms and conditions. 








“Ra” Men’‘s Sostivern Round Table 
Sessions Are Well Integrated 
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1946 as they did in 1940? If a sale 
resulted from three interviews compared 
to the former ratio of a sale to six in- 
terviews, has the agent been taught 
what to do with the time saved? Are 
too few types of prospects being in- 
cluded in sales plans? Mr. Stamper 
said “we had gone high hat” in prospect- 
ing and selling plans. It should not be 
forgotten that the greatest service of 
life insurance is protection. 

Various types of advertising used by 
Jefferson Standard were described by 
H. R. Marsh, advertising manager, the 
first speaker on putting the peas in the 
pod. Jefferson Standard sent out on 
an average 1,000 letters each working 
day last year to names furnished by 
agents. The age change letter produced 
the highest percentage of returns. Mr. 
Marsh stated, and other members 
agreed, that returns from direct mail 
had fallen off slightly in the past year. 
The company instituted a direct mail 
advertising plan 25 years ago, and it 
now has 11 different types of letters. 


Newspaper Mat Service 


The company has a newspaper mat 
service consisting of a series of 40 
advertisements which are available to 
agents. The company shares the cost 
of these with agents. They run one 
and two columns wide by six inches in 
depth. Its advertising agency sends a 
conditional order to the newspaper in 
the town where agents are located and 
it is up to the newspaper to sell the 
agent on the idea of using the plan. 
The company also has a plan whereby 
its financial statement is run in the local 
paper with the agent’s name if the agent 
uses a minimum of 60 inches of pre- 
pared advertising during the year. The 
statement carries the national advertis- 


‘ing rate, while other advertising is rvn 
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at the local rate. 

Transcribed radio announcements 
available to the agent for spot use de- 
veloping an insurance need through a 
dramatized situation are supplied by the 
home office. The best spot is after a 
newscast in the late afternoon or eve- 
ning. Novelties, greeting cards, calen- 
dars and other items are used, the entire 
program being built around the agent, 
he stated. 

Shenandoah Life agents make wide 
use of the company calendars, E. Nor- 
red Trinkle, agency secretary, asserted. 
The agent pays one-third of the cost 
of the calendars and express charges. 
It costs 31 cents in quantity lots. The 
calendars are shipped out not later than 
Nov. 15 so that they are received by 
the agent by Dec. 1. The company 
makes use of desk calendars, book 
matches, policy wallets, blotters, and 
calendar cards. It gives the agent an 
imprint on anything he wants. The 
percentage of the cost borne by the 
agent depends on the use of the item 
in question by other agents and _ its 
cost. 

Shenandoah Life keeps a careful rec- 
ord of the sales aids used by each agent 


and the various items are carried in 
stock. 

Great Southern Life sends a regis- 
tered key ring to names furnished by 
the agent who reply to a circularization 
at a cost of 17 cents, William Sexton, 
agency secretary, stated. Prices of sales 


who spends $1,000 a year on sales nove 
ties. 

Gulf Life pre-tests its sales aided 
taking select groups in the field, wh 
try them out in actual use, W. J. H 
rick, agency vice-president Gulf _ 
said. New sales ideas are introdut, 
at regional meetings and in home off 
classes. The company depends on % 
managers to sell superintendents , 
sales aids and the idea is also sold } 
avency assistants who visit the varig, 
territories. If cooperation is obtains 
from 40% of the field, it is considers 
O.K. Superintendents will often sell, 
idea in a district where the manag 
doesn’t. ; 

Sometimes samples are sent dire 
through the mail to each agent and 
idea is taken up at district Meeting 
The ‘house organ publicizes  suce 
stories, in which sales novelties figuy 
Mr. Hamrick said there should not 
too many plans and there should not} 
too few plans. The company keeps, 
permanent exhibit of plans on disply 
at its home office. 

Pieces are often mimeographed ay 
sent out to the field to get the bug 
out of them before they are printej 
His company believes in small pieces, 
sales literature and has a 5% by eigh 
inch book of sales aids. These are fy. 
nished only to managers. The hom 








PILOT SOUTHERN ROUND TABLE 





New officers of the Southern Round Table of Life Advertisers Assn. pictured just 
after their election at Virginia Beach are: Left to right, J. W. Childrey, Atlantic Life 
chairman; Hal R. Marsh, Jefferson Standard, co-chairman, and Fisher Simmons, Par 


American, secretary. 





aids have gone up considerably and his 
company endeavors to hold down prices 
on the items to which agents have be- 
come accustomed to use, he said. The 
company is currently showing three 
types of calendars to its field men. It 
has one agent, a million dollar producer, 


office pays the full cost of all printed 
material, cheap memo _ books, bottle 
oneners, thimbles and ‘shares the cost on 
thrift books, pencils and gadgets. It 
pays one-half the cost of calendar cards 
and furnishes wall calendars free, no 
imprinted. Literature sent to a districl 
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Life Insurance in Force........ 
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Liberal and attractive contracts for men and women as Field representatives 
in Illinois, Michigan, Minnesota and Wisconsin. Write for information. 


EQUITABLE RESERVE ASSOCIATION 


Life Insurance for Men, Women and Children 
Neenah, Wisconsin 
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paid for by a company check. This 
buses the district to be conscious of 
e cost of the material. It has four by 
t- inch sales book which contains rate 
 Hanfijok, receipt forms, prospect cards for 
lf Lif cial security information, etc, 

Toduce 
1€ offig 
> ON jt 
nts 4 
sold } 
Variog 
>btaing 
1siderg 
sell 
nanage 














































white Advises Pre-Testing 

There is no substitute for showing a 
an exactly how something is sold, 
bufus White, agency manager Pilot 
ife, declared. The agency department 
ust be 100% behind a plan to put it 
yer successtully. Sales plans are ex- 
jained at a managers’ meeting showing 
ow it is used. The objective is to try 
lo make it easier for the prospect to buy 
y making it easier for him to under- 
tand. Be sure the idea is a good one 
yefore it is brought to the attention of 
he field, he said. Mr. White said he 
believed in pre-testing sales plans and 
he agency department should be 
horoughly familiar with the use of the 
han before it is given to the field. 

Just telling about something isn’t 
nough to learn how to do it, R. How- 
ird Britton, director of training Occi- 
Hental Life, N. C., declared. He illus- 
rated his point by tying an underwriters 
‘not, showing how difficult it would be 
Mo learn how to tie one simply by read- 
ing instructions and without actual ex- 
‘Mperience. * 

It is necessarv to plan the sale of an 
dea to an agent just as carefully as 
e plans his sale to a prospect. Direct 
ail has three uses, prospecting, pres- 
ige building and pre-approach. The 
sole purpose in making a call is to tell 
h story resulting in the making of a 
kale. Practice, he said, makes perfect. 
He outlined the steps in the TWI in- 
struction plan: 1. Prepare the learner; 
b. Present the job; 3. Try out perform- 
ance; 4. Follow-up. If the learner has 
earned, the instructor hasn’t taught. 


ATURDAY SESSION 


Theme of the Saturday session was 
what the manager and general agent 
does in puttin’ the peas in the pod. 
Chairman R. B. Taylor, Jefferson Stand- 
ard, reviewed the ideas and thoughts 
which had been engendered the previous 
sessions. 

Ben Simon, general agent Lincoln 
National Life, Norfolk, Va., an agency 
always in the first 10 of his company 
said that the theme of his agency is 
erchandising geared strictly to money 
making. He has been most successful 
in the use of sales promotional and 
raining material developed by his home 
office. He has developed the no re- 
newal plan most successfully and op- 
erates this phase of his business on an 
accumulated renewal basis only so that 
whenever an agent needs capital he has 
it. The company pays the agent a 
small interest rate for the sum of money 
left on hand accumulated from his re- 
mewel account. 

Mr. Simon said this idea has been 
one of the main reasons for the de- 
velopment of his top flight men and 
their retention in the business. His as- 
meociate general agent, William Yates, 

ho is a trained trainer is responsible 

or the education of new agents and 








heir carry through to a_ successful 
Belling campaign. 
William H. Andrews, Jr., manager 


ome office agency Jefferson Standard, 
and former president of the National 
‘Ssociation, attributed the success of 
1s agency to his use of direct sales aids 
and his methodical handling of local 
advertising in newspapers, radio and 
Dther media. 


he “Pod” Speaks 


Carl H. Storts, an outstanding agent 
Df the Pilot Life in Norfolk, gave a 
ost humorous exposition of how he 
ses all the prodigious mountain of sales 
tems, gadgets, papers, proposals fur- 
ished by an insurance company. His 
ate books were on strings which he 
arried in all pants pockets—out of his 
Oat side pockets and inside pockets 
ame varied proposals of the various 











forms of life coverages designed to 


‘strangle any objections on the part of 


an unsuspecting prospect. After all that 
off came his coat and revealed pockets 
even on the back of the shirt in which 
he carried a multitudinous number of 
sample policies, gadgets, and as a final 
closer, a club to be used as a close, Mr. 
Storts received a terrific hand for his 
performance which was smart, funny 
and carried a most delightful touch of 
gravel in a friendly sort of way toward 
the companies. 

At the business meeting following the 
discussions, Mr. Childrey was elected 
chairman; Mr. Marsh, vice-chairman, 
and Fisher Simmons, Jr., Pan-American 
Life, was elected secretary. The site 
of next year’s meeting will be announced 


ater. 

Mr. Childrey started his insurance 
career as a clerk in the agency depart- 
ment of his present company in 1927 and 
rose to his present capacity of man- 
ager of the department. 

Roger Bourland, Rough Notes, used 
as a general subject, “Are Insurance 
Services Filling Out the Pod?” in his 
talk following luncheon and adjourn- 
ment. 





Not Much SS Legislation Expected 


WASHINGTON —The OASI tax 
rate will be frozen for another year at 
1% each on employers and employes, 


Senator Millikin, Colorado, finance 
committee chairman, has stated. He 
indicates no prospect for general social 
security legislation by Congress this 
year. 

Senator Taft, Ohio, says the congres- 
sional majority policy committee will 
consider social security, but indicates 
no prospect for general legislation at 
this session. 


Kill Guertin Bill in Okla. 
The Guertin bill was killed in the 


Oklahoma house in the final days of the 
session. 


Southland Life Men Elected 


Dr. C. Frank Brown, associate medi- 
cal director Southland Life, has been 
elected secretary-treasurer of the Texas 
Medical Directors Society. Dr. H. E. 
Wiley, medical director of Southland, 
has béen elected chairman of the com- 
mittee for life insurance forms and the 
committee on education and public re- 
lations. 


Complete Instructors’ Course 


Equitable Society has completed its 
semi-annual refresher course for the in- 
struction staff, a three-weeks’ review of 
training material. The instructors will 
move into the field to conduct schools 
for Equitable agents. Attendance was 
the largest on record. 














Fluegelman Heads New York State 
Life Underwriters Association 
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social legislation it is now apparent that 
they want to get in to this business all 
the way because they think it is a good 
business. He said it is hard to under- 
stand why they do not wish to qualify 
in the same manner as all the life com- 
panies. It is quite possible that if they 
further pursue their special privileges 
they will be asked to modify their sys- 
tem, for the protection and service of 
policyholders. 


Work of Extension Committee 


A committee headed by C. D. Connell, 
general agent Provident Mutual Life, 
New York City, past president of both 
state and National associations, is work- 
ing on extending the state association 
through the formation of local associa- 
tions in centers that lack them. 

A dinner was given at the Buffalo 
Launch Club for delegates and associa- 
tion officers by the Buffalo General 
Agents & Managers’ Assn. 

At the sales congress, which was at- 
tended by more than 1,200 the audience 
was told by W. P. Lynch, assistant di- 
rector of field training of Prudential, 
that purchases of life insurance strike 
at the “very roots of juvenile delin- 
quency” and are a key factor in helping 
to preserve the nation’s system of pri- 
vate enterprise. Mr. Lynch said FBI 
Director J. Edgar Hoover blamed the 
growth of juvenile delinquency on 
broken homes and lack of parental guid- 
ance. Life insurance provides readjust- 
ment and school-period income which 
will keep families together during chil- 
dren’s formative years. 





FIGHTS INFLATION 





He pointed out that every policy helps 
prevent inflation by removing from the 
market dollars competing for short sup- 
plies of consumer goods. At the same 
time it helps bolster private enterprise 
by providing funds for investment by 
the insurance companies in privately- 
owned business. 

P. W. Cook, general agent of Mutual 
Benefit Life, Chicago, told the 1,200 in- 
surance representatives attending the 
meeting that corporate executives are 
no longer interested in maximum cash 
compensation because of the confisca- 
tory income taxes. Therefore, deferred 








compensation plans are extremely im- 
portant to these executives. 

Exhorting insurance men_to help 
workers become acquainted with provi- 
sions of the social security act, H. R. 
Hill, district manager of Life of Vir- 
ginia in Richmond said few of the mil- 
lions of workers who have established 
wage credits under the act understand 
clearly the benefits payable. 

ea Foley, general agent of State 
Mutual Life, New York City, said more 
local and national advertising by the 
insurance companies is in order to com- 
pete with other types of business. J. 
Alford Billington, National Life of Ver- 
mont, Cleveland, suggested that agents 
go over all the economic needs of the 
prospect rather than use high-pressure 
methods. 


Billington Tells Procedure 


Mr. Billington described the memor- 
ized programming procedure with which 
he has been successful. He said a mem- 
orized procedur is sometimes called a 
canned sales talk, but that is exactly 
what it is not. It is an organized pro- 
cedure using standardized mental oper- 
ations to interpret the relationship a 
company bears to the client. 

It assures a magnetic attraction 
through the interview always toward the 
logical conclusion, regardless of varia- 
bilities of personality and the objections 
which are met, he said. The average 
agent has a general understanding and 
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knowledge, while the successful agent, 
in addition possesses the phraseology 
and skill in presentation. This phraseol- 
ogy has been developed by experts and 
mastered by the agent. He asked if it 
wasn’t enough to be concerned with how 
to say it without the worry of what to 
say. Mr, Billington said the only good 
ad-libbers in the world are entertainers 
and not salesmen. 


Calls Programming Best Method 


The advantages of the programming 
method become extended with its use, 
he said. Programming is the most sat- 
isfactory way to conduct an interview 
because it is based on an objective 
rather than a selling viewpoint, while 
subconsciously itebreaks down the nat- 
ural barrier between the agent and the 
client. Because in most cases the pros- 
pects cannot immediately undertake the 
complete program this method enables 
the agent to build a clientele in a pro- 
fessional manner. 

It was Mr. Billington’s contention 
that by the same token the prestige of 
the underwriter is raised because he is 
now in a position of a professional finan- 
cial adviser. Programming broadens the 
prospect’s concept of his whole financial 
problem, thereby usually resulting in a 
larger sale. He cautioned, however, that 
though the memorized programming 
procedure is a swell method of selling, 
skill in presentation only equips the 
agent with tools with which to dig for 
gold. He still has to get out and dig. 

Mr. Billington conducted a model in- 
terview to demonstrate the talk which 
he memorized at the home office of the 
company. Milton E. Curtis, his office 
manager, acted the part of the prospect. 

President Fred H. White of the Buf- 
falo Life Underwriters Assn., presided 
at the opening session. Maurice S. 
Taber of Buffalo was general chairman. 
W. Merle Smith was in charge of ar- 
rangements. 

Convention delegates were dinner 
guests of the Buffalo General Agents & 
Managers Assn. 


CONVENTION NOTES 

The association’s honorary president, 
J, S. Myrick, vice-president of Mutual 
Life, who has missed only one meeting 
in 24 years, spoke briefly to the dele- 
gates. 

Frank Wenner, general agent of Con- 
necticut Mutual Life at Utica, has not 
missed a meeting since 1924. He was an 
honorary delegate. 

Spencer MeCarty, Provident Mutual, 
Albany, executive secretary of the asso- 
ciation, was much in demand by those 
who wanted information or assistance of 
one type or another. 

Estelle F. Spencer, executive secretary 
of the Buffalo association, was compli- 
mented on the efficient manner in which 
she handled the registration and other 
incidentals attendant on the large sales 


Hinkle on Hartford Programs 


In addition to being on the program 
of the Connecticut State Life Under- 
writers Assn. sales congress at Hart- 
ford, Roland D. Hinkle, Equitable So- 
ciety, Chicago, president of the Amer- 
ican Society of C. L. U., addressed the 
Hartford C. L. U. chapter at luncheon. 
Members of the New Haven, Spring- 
field and Providence chapters also were 
invited. 
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should retain full right to determine 
continuance of disability payments. 

To hold expenses down on business 
covering employe groups numbering 25 
to 49, Chandler B. Johnson, Aetna Life, 
said more uniformity in forms and han- 
dling is required that in connection 
with larger groups. His company has 
considerably standardized forms; re- 
quires simple schedules of insurance; 
reduces handling to a routine, and re- 
stricts coverage to a few standard plans. 
In addition it applies somewhat more 
restricted rules of underwriting. If an 
employe wants more protection than the 
minimum, evidence of insurability is re- 
quired, though the minimum will be 
written where that evidence is not sat- 
isfactory. If an employe wants one 
form of coverage, he must take all, ex- 
cept where a new form is added after 
the plan is established. Group insurance 
in the 25-49 category is desirable and 
a legitimate group insurance subject, 
but it should be self-supporting as re- 
gards the insurer. 

Prudential’s experience with budg- 
etary control in the home office has 
proved highly satisfactory, J. E. Booher 
said. The company started it in the 
actuarial department, where it worked 
well, and has now etxended it to about 
70% of the home office. Any such plan 
must have the backing of top manage- 
ment and the work must be performed 
by personnel capable of doing it. 

Actuaries should try to clear up mis- 
conceptions of agents, according to 


Milton J. Goldberg of Equitable Soci- 
ety. It is important that the agency and 
actuarial departments see eye to eye. 
As an example, often it is hard to get 
agents to realize the difference between 
rates on men and women for annuities. 
By all means agents should understand 
why it is necessary for actuaries to turn 
down some agent’s proposal. 

Others who appeared on the informal 
discussion program, treating various 
subjects, were: Milton J. Wood, Trav- 
elers; Robert J. Myers, Social Security 
Administration; Harold G. Paff, Pru- 
dential; Ray D. Murphy, Equitable Eo- 
ciety; Paul T. Rotter, Mutual Benefit; 
Harold E. Dow, Prudential; Louis 
Levenson, Massachusetts Mutual; M. A. 
Linton, president of Provident Mutual 
Life; C. J. Nesbitt, University of Mich- 
igan; Bruce R. Power, Canadian Life 
Officers Assn. 

Dr. Harald Cramer, the University 
of Stockholm, president of the Swedish 
Society of Actuaries, attended the con- 
vention, and will take back with him to 
Stockholm the greetings of the Ac- 
tuarial Society. 

It was announced at the meeting that 
Harry C. Marvin, consulting actuary at 
Indianapolis, had just died. He was an 
associate of the society. 

The hardest working group at the 
convention was the press committee, 
which did an outstanding job. The com- 
mittee is composed of Richard C. Guest, 
State Mutual; E. M. McConney, Bank- 
ers Life; William Breiby, Pacific Mu- 
tual; R. A. Hohaus, Metropolitan, and 
Wendell A. Millman, Equitable Society, 
Mr. Millman was ill, and L. H. McVity 
of his company pinch-hit for him. In 
addition, E. A. Green of State Mutual, 

M. Anderson of North American 
Life, Toronto, and several. others were 
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More Legislative 
Interest Indicated 


(CONTINUED FROM PAGE 21) 
existing state laws. There is still much 
to be done. Whether or not state super- 
vision is able to continue to function 
effectively and exclusively will depend 
of the effort made by those in the busi- 
ness and those who supervise it to make 
it work. The multiplicity of jurisdictions 
of state supervision is a marvel of coop- 
eration and there will be no less need ot 
that cooperation in the future. The talk 
is treated further in a separate story in 
this section. 

Dr. H. E. Skipper, chairman of bio- 
chemistry division, Southern Research 
Institute, Birmingham, pointed out that 
millions of dollars could be saved by the 
life companies in mortality claims if the 
mortality losses caused by cancer and 
cardiovascular diseases were reduced. A 
5% reduction in death claims would cur- 
rently yield $65 million annually. 

There has been a great increase in 
longevity and he said it would almost 
certainly increase in the present life- 
time. During the dark ages, the average 
longevity was 19 years. It had increased 
to 41 jn 1880, 58 in 1920 and currently is 
near 65. 


Should Live to 150 


The animal life span is estimated by 
authorities to be five times the growth 
period. Man should live to be approxi- 
mately 150 years old. The life span of 
parents and offspring has a definite re- 
lationship. The increase in longevity has 
naturally come largely through im- 
provement in environment. Cancer and 
cardiovascular diseases must be treated. 
He urged active support of a $100 mil- 
lion appropriation for cancer research 
through the National Science Founda- 
tion and group support of medical re- 
search. Just a small fraction of the bil- 
lion dollars spent annually on industrial 
research for profit would accomplish 
wonders, he stated. 

Average ordinary production per debit 
for Commonwealth Life has increased 
from $25,000 in 1941 to $80,000 in 1946, 
W. A. Lonsford, director of industrial 
agencies of the company, said in dis- 
cussing the problem of obtaining ordi- 
nary production from industrial debits. 
In order to stimulate ordinary produc- 
tion, he said it is necessary: 1. Decide 
you want it and sell men on the idea. 
2. Make men realize the market for or- 
dinary. 3. Think big. 4. Sell to cover 
needs. 5. Have a program so the agent 
will meet the breadwinner. 6. give a 
good sales performance. 

Mr. Lonsford said ordinary production 
should be made a part of the agent’s 
job and it then should be recognized 
when he does well. It should be given 
publicity in the company’s house organ 
and the agent should be kept informed 
so that he is conscious of how much ot 
his income is coming from ordinary pro- 
duction. 





Has Big Opportunity 


There is a splendid opportunity to in- 
crease ordinary sales, even though the 
combination agent has increased his pro- 
duction from $19,000 out of each $100,- 
000 ordinary sold in 1920 to $40,000 out 
of each $100,000 in 1946. Each agent has 
from 400 to 600 homes on his debit to 
service and he can walk into any one 
at will. Few agents will produce ordi- 
nary in large volume unless they carry 
a substantial volume of it on their own 
lives, 

In order to get his men to think in 
terms of larger policies, a manager had 
each of his agents paste an elephant in 
his collection book. The agent must 
learn to sell and to cover needs in order 
to produce ordinary. Housewives buy 
only a fraction of the total ordinary sold 
and it is necessary for the agent to ar- 
range to meet the breadwinner of the 
home and make evening calls. By check- 
ing the death claim papers of a deceased 
family head, the agent learns the sales 






opportunities he missed to place an 
quate volume of ordinary. Comm 
wealth has a 100 lives club. 

In order to give a good sales perf 
ance, an agent must tell a good st 
have good verbal delivery and re 
physical delivery. The sale must 
planned in advance for greatest effec 
ness; there is no such thing as qa gr 
extemporaneous talk. 

Commonwealth believes in the cha 
plan and every agent learns a prep 
sales talk during his first week in 
office. He learns one approach and § 
standard closes. Its training prog 
extends over the first 2% years of 
agent’s career and includes five one-wg 
home office schools staggered thro, 
the first 2 years, beginning the ¢ 
month. The agent is paid for skill my 
than for knowledge and is drilled { 
skill. i 

While the life companies have 
employe security programs extensiy¢ 

B. Stevenson, executive vice-pry 
dent National Life & Accident, said; 
was afraid they sometimes had not ke 
their own house in order. ‘We haye 
right to suppose that the employes oj 
life insurance company will have x 
lesser ambitions for security, either y 
or in the future, than those of any oth 
business,” he stated. 

Such programs are of vital imp 
tance to all employed people, he emp 
sized. In the interest of efficiency, goj 
employe relations, and morale, a 
program is possible and very much 
be desired. Such a program will } 
much more expensive if put off to 
later date instead of being adopted nm 
he indicated. His remarks are report 
more fully in this section. 

The auditing committee report, give 
by G. N. Spring, comptroller Industrj 
Life & Health, chairman, showed ¢ 
conference to -be in excellent finance 
shape. J. R. Anthony, Jr., secretay 
treasurer Suwannee Life, made the 5 
cial announcements as activities chai 
man. 


Ontario Tax Increased 


TORONTO—Taxes on gross prem 
ums of life, fire and casualty compani 
in Ontario have been increased. 

For life companies, which have bed 
taxed 2%, the rate is now 14%) 
there is an additional 25% surtax, whit 
means that on gross premiums of $ibl, 
000 the total tax will be $2,187. 

The rate for fire companies is nd 
124% plus a surtax of 25%. 

The stiffest increase is on companig 
other than life and fire, where the ra 
is 2% plus 25% surtax, on a total§ 


Collins Rochester Speaker 


Basil S. Collins, vice-president of 0 
Colony Trust Co., Boston, spoke a 
joint dinner meeting of the Roches 
Life Insurance & Trust Council and t 
C.L.U. chapter there on “The Attorn 
Trust Officers, Life Underwriters 2 
the Public.” 


Speaks on Prospecting 


Mrs. Lillian L. Joseph, Home Li 
spoke on prospecting at the meeting 
the League of Life Insurance Wome 
New York City. The final meeting! 
the year, June 3, will be a luncheon. 


Ask Small Dept. Boost in Mich. 


LANSING—A slight increase in # 
appropriation for the Michigan ins 
ance department over the past two fisq 
years is sought in an appropriation I 
introduced by Rep. Calvert, Highla 
Park. The measure would provi 
$154,100 for the 1947-48 fiscal year, 
cluding $7,500, salary of the comm 
sioner; $122,100, salaries of employ 
$24,000, contractual service, supplies 4 
materials, and $500, equipment. 

The amount asked is viewed by inst 
ance observers as modest in view of 
fact that the department collects $6 ™ 
lion annually, in premium taxes 
license fees. For the past two years, 
appropriations were $138,415 and $14 
535. 
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THIS FAMOUS visual selling service that has served 


America’s Life Underwriters so well for a quarter of 
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The File on the Man Voted Most Likely to Succeed 


WHEN BILL DoDSON was a senior in college, his class 
voted him “the man most likely to succeed”... and 
he did! 

We don’t mean to measure Bill’s success solely in 
terms of the money he makes—although he does earn 
a mighty good living. 

As an Equitable Society representative he has 
additional standards by which to measure his 
accomplishment. All around him—all over town—in 
the smiling faces of people he has benefited—Bill sees 


the results of his devotion to his job. 








Hear the official broadcast of the 
Federal Bureau of Investigation. 


TUNE IN ON “THIS 1S YOUR FBI!” 
American Broadcasting Company 
EVERY FRIDAY NIGHT 








THOMAS I. PARKINSON, 


Yes, selling life insurance provides more than a 
livelihood—it’s a good way of life—one that benefits 
the entire community. Assuring education for the 
good citizens of tomorrow—safeguarding homes— 
dignifying old age—bringing greater peace of mind 
to families everywhere—the Equitable representative 
does a day’s work that is a source of daily satisfaction 
to him. He can be proud of the respect that is his asa 
member of a highly regarded profession... and of the 
prestige he enjoys as a representative of an institu- 
tion like The Equitable Society. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


President +393 Seventh Avenue, NewYork I, N.Y. 








